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Show Customers How to Modernize and 


Eliminate STOPPED Time in Their Plants 





The secret of Jefferson Super-Lag per- Modern Jefferson Super-Lag Fuses eliminate “stopped” 
formance is in the lag plate on the Super- ‘ “ . 

Lay Mok: ‘This alee duleps the-uavmel time, idle motors and machines—because they do not 
fuse action, provides a time interval or blow the moment current rises—do not stop the 
lag by absorbing temporary heat rise. " | . | B h 
This time-lag prevents the fuse from motor if the over oad 1S only temporary. ut t ey 
blowing on harmless temporary over- operate positively before the overload has time to be- 


loads—saves needless STOPPED time 
and link replacements. 


come dangerous. It is this ‘‘wait’’ which gives the 
motor a chance to recover speed—which eliminates 
needless STOPPED TIME. 


Modernize Your Fuse Equipment 


Use today’s time-saving fuses for all your electrical 
equipment—and stop wasted ‘‘time outs’. Jefferson 
Renewable Super-Lag Fuses are made in all capacities 
—knife blade and ferrule contact types. 


Fuse Chart—FREE—A handy guide to 
selection of proper size fuses at a glance, for 
the adequate protection of motors. Ask for 
Fuse Chart No. 19. 


JEFFERSON ELECTRIC COMPANY 
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INDUSTRIAL CIRCUIT BREAKER 


with Swing-Out Interior and Complete Interlock 


This new industrial circuit breaker has the Swing-Out Inte- 
rior—an exclusive Square D feature—and the elevated 
base which permits easy wiring without skinning the 
knuckles. 

It has a complete interlock, too, making it impossible to 
open the door when the breaker is on or operating the 
breaker when the door is open, unless the interlock is pur- 
posely disabled. A shield over the line contacts prevents 
accidental contact with live parts. 

This new breaker is externally operated and the oper- 
ating handle is permanently engaged with the breaker 
handle, so that there is no danger of breakage when 
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the cover is being closed. This is a Square D feature. 

The “on,” “off and “trip” positions are clearly indicated 
and there is provision for a pilot light, if required. The cabinet 
is semi dust-proof with a felt gasket crimped—not glued 
—into the cover. 

Square D Swing-Out Interior Circuit Breakers are avail- 
able in 2 and 3 poles, from 15 to 50 amperes, with two 
voltage ratings: 230 Volts A. C., 125-250 Volts D. C. and 
575 Volts A. C., 250 Volts D. C. Other types of circuit break- 
ers are available up to 600 amperes. 

Here is a circuit breaker which appeals equally to the 
industrial engineer and to the wiring electrician. 
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which has definitely stimulated business 

activity. We refer to the modernization 
program of the Federal Housing Administration. 
Since last August, when FHA started its drive, 
over half a billion dollars has actually been spent 
on modernization, although loans insured by 
FHA have totalled less than one-fifth of this 
amount. 

In other words, FHA has sold the modern- 
ization idea to home owners who, in over 80 per 
cent of the cases, have found a way to raise the 
necessary funds without resorting to an insured 
loan. 

Now, inspired by the new $50,000 limit on 
FHA- insured loans, the modernization idea is fast 
spreading among industrial concerns and owners 
of commercial and apartment buildings. 

Business executives are very definitely becoming 
conscious of the fact that “It Pays to Modern- 
ize.’ Although less than three million of indus- 
trial modernization loans have been insured to 
date, this must not be used as a “yardstick” for 
the reason that, except in a relatively few cases, 
owners of industrial and business properties can 
obtain funds for modernization without resorting 
to FHA insurance. Take General Motors, for 
example, which has announced a $50 million ex- 
pansion and modernization program, which does 
not involve any participation by FHA. 


Tet is at least one New Deal agency 


JP NDUSTRIAL modernization is being sold to- 

day on an earnings basis. When it can be dem- 
onstrated that new equipment will effect savings 
which will return the investment within a few 
years, orders are forthcoming. Such orders must 
include the necessary wiring materials, lighting 
and control equipment which is normally supplied 
by the wholesaler. 

Store modernization is also decidedly on the 
up grade. Plate glass manufacturers report in- 
creases in sales up to 40 per cent, due principally 
to the installation of new store fronts. No less 
than $144 million will be spent this year by more 
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Modernization Ahead 


than 25,000 department and specialty stores, 
according to an estimate by the National Retail 
Dry Goods Association. In Missouri, officials of 
the Chamber of Commerce have announced a 
drive to modernize every Main Street in the state, 
while Tulsa, Okla., boasts of the modernization 
of over 50 stores in the past few months. 
Owners of income producing properties such as 
hotels and apartment houses are discovering that 
they need modernization to hold their present 
tenants and attract new ones. In fact, tenants are 
actually moving out. Income-producing proper- 
ties without elevators and without modern con- 
veniences are no longer attracting clients. Take 
the case of a Philadelphia apartment building, 
which had been only one-third rented, and which 
was completely filled within three months and 
income from rentals doubled, after the building 
had been remodeled and modern kitchen equip- 
ment installed. By converting a two-story duplex 
house into a six-apartment building, an Omaha 
owner increased his rental income from $60 to 


$240 a month. 


FrROM present indications, these activities will 

provide a profitable source of business pending 
the complete revival of new building construction. 
The extent to which electrical wholesalers should 
profit from this modernization of industrial and 
business properties is indicated by the articles that 
follow. These describe typical jobs, such as might 
be found in any city, and list the principal items 
of electrical materials required. 

While he cannot hope to sell many such jobs 
single handed, the wholesaler can work closely 
with his local utility, his manufacturers’ salesmen 
and his contractor customers, keeping in close 
touch with projected jobs and contributing his 
share to the actual selling of adequate electrical 


installations. 
se ee 


EDITOR 
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HIGH QUALITY !! 
FULL PROFIT!! 
QUICK TURNOVER!! 


It is plain to all who have watched 
the trend of things that business has 
come to life. The long-awaited upswing 
is upon us. And with it comes to you 
and to everyone who sells electrical 
goods, a chance to prosper, or — a 
great chance to go wrong. 

For whether you make much or make 
little, depends mightily upon the qual- 
ity of the merchandise into which you 
put your time and effort. 

The General Electric Hotpoint line 
gives you the high quality — the out- 
standing reputation — that will enable 
you to make the most out of the con- 
stantly increasing demand for high- 
quality appliances. In addition, a full, 
adequate, legitimate profit is assured 
distributors and retailers of General 
Electric Hotpoint Appliances. 

General Electric Hotpoint offers 
one of the most complete lines of 
Heating Devices on the market, includ- 
ing a wide array of Irons, Toasters, 
both automatic and non-automatic, 
Buffet Services, Waffle Irons, Coffee 
Makers, Hotplates, Heaters, Heating 
Pads — all of the same high quality 
that has made the names General Elec- 
tric and Hotpoint famous all over 
America. 

And all through the lean years, 
General Electric has been preparing 


for the present upturn by designing 
and perfecting a group of new appli- 
ances to add to the Hotpoint line. 

Such merchandise, for instance, as 
the new Portable Mixer, “a mixer that 
walks,” one that can be used anywhere 
in the kitchen. Then there is the new 
Hotpoint Fully Automatic Toaster, “a 
toaster that talks,” actually tells when 
the toast is done. 

Other new appliances, which have 
taken the market by storm include 
outstanding values in Waffle Irons, 
Sandwich Cookers, Coffee Makers, 
etc., and last but not least, there is the 
new Automatic Electric Folding Table 
which provides an ingenious means 
for putting more appliances to work. 

Re-order upon re-order for these 
newly designed appliances assure Gen- 
eral Electric Hotpoint Distributors not 
only a full profit on each and every 
sale, but a quick turnover. 

Distributors’ salesmen welcome the 
opportunity to provide their customers 
with this guaranteed high-quality line, 
which creates and cements a feeling of 
lasting good will. 

By actively promoting the sale 
of the General Electric Hotpoint 
line, you will be assured a substan- 
tial portion of this new and greater 
prosperity. 


GENERAL @ ELECTRIC 


Hotfcinf 


MERCHANDISE DEPARTMENT, GENERAL ELECTRIC COMPANY, BRIDGEPORT, CONN. 
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NEWA Convention Program 
Drake Hotel, Chicago, October 14-18 


Monday—October 14 


Sessions of the Executive Commit- 
tee at 10:30 A.M., 2:00 and 
8:00 P.M. 


Tuesday—October 15 


9:30 A.M. Joint meeting of all 
Commodity Committees. 
10:00 A. M. Meetings of the fol- 
lowing Commodity Commit- 

tees : 

Apparatus, H. J. Baitinger, chair- 
man. 

Armored Conductor, A. N. Anix- 
ter, chairman. 


Conduit, C. H. McCullough, 
chairman. 

Conduit Fittings and Outlet 
Boxes, M. W. Nichols, chair- 
man, 

Fan Motors, W. L. Perry, chair- 
man, 

Flashlights and Batteries, S. 


Boardman, chairman. 

Heating and Motor Driven De- 
vices, A. J. Millington, chair- 
man. 

Industrial and Commercial Light- 
ing, E. A. Hawkins, chairman. 

Wires and Cable, W. J. Drury, 
chairman. 

1:00 P.M. Ventilating and Air 
Conditioning Committee, E. M. 
Graham, chairman. 

2:30 P.M. Meetings of the follow- 
ing Commodity Committees : 

Lamps, R. L. Simon, chairman. 

Outside Construction Materials, 
G. F. Hessler, chairman. 

Radio and Tubes, C. B. Peck, 
chairman, 

Refrigeration, 
chairman, 


L. E. Latham, 


Residential Lighting Fixtures, 
J. Fink, chairman. 

Safety Switch and Motor Control, 
Karr Parker, chairman. 

Wiring Devices, H. D. Roseth, 
chairman. 


Wednesday—October 16 


Conferences with Manufacturers 


10:00 A.M. 
Apparatus Committee. 
Armored Conductor Committee. 
Conduit Committee. 
Conduit Fittings 
Boxes Committee. 
Fan Motors Committee. 
Flashlights and Batteries Com- 
mittee. 
Heating and Motor Driven De- 
vices Committee. 
Wires and Cable Committee. 
1:00 P.M. Ventilating and Air 
Conditioning Committee. 
2:30 P.M. 
Lamp Committee. 
Outside Construction Materials 
Committee. 
Radio and Tubes Committee. 
Refrigeration Committee. 


and Outlet 


Residential Lighting Fixtures 
Committee. 

Safety Switch and Motor Control 
Committee. 


Wiring Devices Committee. 
2:30 P.M. Meeting of Finance 
Committee. 
3:30 P.M. Meeting of Catalog 
Committee. 
4:30 P.M. Meeting of Special Com- 
mittee on eligibility require- 


ments. 
8:00 P.M. Meeting of Executive 
Committee. 


Thursday—October 17 


10:00 A.M. Opening session for 
members. and guests. Ad- 
dresses by: 

F. R. Eiseman, chairman, Execu- 
tive Committee. 

Hon. A. O. Eberhart, former 
Governor of Minnesota. 

Dana T. Ackerly, counsel 
NEWA 

Immediately following adjournment 

caucuses for nomination of members 

of the Executive Committee will be 
held by members from the follow- 
ing districts: 

A. Pittsburgh, 
Wheeling. 

B. Nashville, Columbia, S. C., 
Atlanta, Jacksonville, Orlando, 
West Palm Beach. 

C. St. Louis, Memphis, Little 
Rock. 

D. Colorado, Kansas, Nebraska, 
North Dakota, South Dakota, 
Wyoming. 

2:00 P.M. Session for members 
only. 

4:00 P.M. Meeting of Industry un- 
der Federal Trade Practice 
Rules. (Open to all electrical 
wholesalers). Election of Per- 
manent Committee on Trade 
Practices. 

4:30 P.M. 
Division. 

Meeting of Central Division. 


Youngstown, 


Meeting of Atlantic 


Friday—October 18 


10:00 A.M. Session for members. 
12:30 P.M. Organization meeting 

of the Executive Committee. 
2:00 P.M. Session for members. 
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Localized lighting over retail show cases provided a $500 order for reflectors alone 


A Modernization Job Involving 


Wiring—Lighting—Refrigeration 


Wholesaler, contractor, dealer and utility each played a 


part in selling a thoroughly modernized electrical instal- 


lation to one of the largest markets in Portland, Oregon 


N PRESENTING concrete examples to illustrate 

what the forthcoming era of modernization is going 

to mean to the electrical wholesaler, any discussion is 
almost sure to involve that triumvirate, the utility-whole- 
saler-contractor. The case about to be described, of a 
meat market in Portland, Ore., involved such a three-way 
selling effort. That the contractor in this case happened 
to be most prominently in the picture will interest the 
wholesaler none the less. It represents but one example 
in which an adequate electrical installation was sold. In 
other cases it may be the wholesaler’s salesman, working 
in conjunction, perhaps, with the utility salesman, who 
will set the ball rolling. 

Up toa few months ago, Spath’s Market (wholesale 
and retail meats) was typically of the get-along-someway 
type so prevalent everywhere during the depression. The 
building occupies approximately a quarter of a city block. 
With plenty of daylight on two sides, it was yet inade- 
quately lighted at interior points to display properly the 
meats and green goods also sold there. Somewhere in 
the interior of the building was an old-style refrigerating 
plant, in one unit, operating inefficiently and at full 
blast, nights, Sundays and holidays. 

Mr. Spath set out to renovate his market. What he 
did in remodeling and refinishing the building itself may 
be dismissed with the statement that it was a thorough 
job, and that he began to take an intense personal pride 
in his transformed property. 

At this point, two men called to see him in connection 
with the lighting of the market. One was Y. C. Bressie 
of the Bressie Electric Co., contractor, and the other 
was a lighting specialist of the Northwestern Electric 
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Co., one of the two electric utilities operating in Port- 
land. The visit was at an opportune time, for it found 
Mr. Spath considering a type of lighting fixture that had 
been hung for experiment. It was almost the cheapest 
sort of a fixture obtainable—one that would sell for 
approximately $3.50. He did not like it in the lofty 
room which was to be illuminated. Neither did he know 
what he did want. So Bressie came forward with a 
suggestion for a type of fixture costing $19.50 each, and 
permission was secured to hang a sample. 

The type of fixture selected by Bressie was one with 
which he has had marked success in connection with re- 
modeling work, where flexibility as to intensities at dif- 
ferent times of the day is desirable. It comprises a 
spherical glass globe operated in conjunction with that 
generally overlooked member of the lamp family, the 
three-light or tri-light lamp. A three-way switch in the 
canopy permits of the utilization of the 200, 300 or 500- 
watt filament combinations at will. The unit represents 
a real sales idea for certain types of commercial installa- 
tions that so far seems to have been little appreciated. 


peer market owner immediately saw its utility. He 
ordered a complete installation of these fixtures, 
amounting to over $500. This, of course, meant additional 
sales of switches and wiring materials for some wholesaler, 
together with additional load for the utility. 

Next came the matter of counter illumination. In the 
better class of markets, intense illumination is called for 
directly over the cases and counters, regardless of the 
quantity and quality of the general illumination. 

Bressie, by his three-light lamp idea was now strongly 
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established in the opinion of the owner, who 
turned the problem over to him. He in turn 
called in the lighting specialist of the Gen- 
eral Electric Supply Corp., and between 
them they developed the counter illumination 
system shown in the illustration of the retail 
interior, consisting of Curtis strip. This ran 
into another $500 order. 

In the meantime, the refrigeration dealers 
had been active in the promotion of a fully 
modern refrigeration system to replace the 
old-style condenser system. Kelvinator 
equipment was finally selected, furnished by 
the local Kelvinator dealer, the Powers Fur- 
niture Co. It was of the latest type of 
water and air-cooled condenser units fur- 
nishing refrigeration through Kelvinator 
forced convection coils. 

This system may be briefly described, because it is 
representative of the type of installation with which both 
the electrical wholesaler and the contractor will find it 
desirable to familiarize themselves, tied in as it is with 
an electrical installation of importance. 

There are in this market two walk-in coolers, or re- 
frigerator rooms. One of these is 13 by 22 ft. by 9 ft. 
high, for freshly killed meat. The other is 12 by 20 by 
9 ft. used as a service box to serve customers, also to store 
the counter cooler stock. Both are equipped with Kel- 
vinator forced convection coils to hold the temperature 
to 36° F. Air is circulated through the coils by motor 
driven fans, calling for a wiring installation within the 
cooler. The motors are provided with adjustable speed 
regulators, so that humidity in the cooler can be con- 
trolled. Refrigeration for these coils is provided by a 
3-hp. water-cooled methyl chloride condenser unit. 

In addition, there are two other walk-in coolers 9 by 
16 by 8 ft. and 9 by 17 by 8 ft. The first is for cured 
meats and the second is used as a pickling room at tem- 
peratures of approximately 40° each. These rooms are 
provided with similar convection coils and adjustable 
speed regulation. They are operated by a 2-hp., air- 
cooled condensing unit. 

The two units serving the four coolers are shown at 
the right in the photograph of the condensing unit in- 
stallation. There are also two other units, 
shown at the left in the picture. One is a 
14-hp., air-cooled unit, operating fully auto- 
matic on a frosted iron pipe coil which fur- 
nishes refrigeration to a 45-ft. showcase. 
The other is a similar unit of 1-hp. for a 
33-ft. showcase. 

These cases were put on individual units, 
separate from the rest of the system, so that 
they could be operated independently of each 
other and be shut off nights, Sundays and 
holidays. This flexibility effected a consider- 
able saving in current consumption over the 
out-of-date equipment which formerly had 
to be operated full blast in its entirety every 
day and every night. 

In connection with this refrigerating 
plant there was considerable work to be done 
in the way of laying out and wiring for 
both the condensing and convection units. 
While this is a simple enough task in itself, 
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Three-light lamps (200-300-500 watts) installed in ceiling 
units are controlled by canopy switches 


there are two ways of doing it. One is in a thorough, 
workmanlike manner securing the greatest convenience 
in operation and utilization of space, while the other 
could well be a “mess” without proper planning on the 
part of the contractor. It was natural that the owner, 
now more than ever proud of his building and equip- 
ment, should want the first-class job done. It is also 
natural that he went to the same contractor who had 
provided him with ideas for the other part of the elec- 
trical installation. 

Bressie was therefore given the job of wiring the re- 
frigeration plant. In conjunction with Dewey Martin, 
Powers Furniture Co. engineer, he did it in the manner 
shown in the photograph of the condenser plant, with a 
convenient and neat-looking panel board at the rear of 
the units for the mounting of the switches and controls, 
all wired in metal conduit from the nearest source. 

The total electrical installation, as billed by the con- 
tractor and including both labor and materials, amounted 
to $1,742.15. 

All of which goes to show that a wholesaler’s salesman, 
or his customer, the contractor, or their team-mate, the 
utility salesman, can either singly or jointly go into those 
business establishments that are in crying need of elec- 
trical rehabilitation and, by introducing constructive and 
workable ideas, come away with some real business. 





An extensive job of wiring was necessary for the proper in- 
stallation of four separate refrigerating units 












ERCHANTS on = Main 

Street are gradually becom- 

ing aware of the fact that 
“It Pays to Modernize.” Take the 
case of Morris B. Sachs, owner of 
a clothing store on the south side 
of Chicago. With Old Man De- 
pression slowly but surely slinking 
away he decided that, by enlarging 
and modernizing his store, he could 
do more business and soon get back 
the cost of these improvements. 
After that, of course, his increased 














































Before—Just a drab, ordinary store front 













This Job Required 


4200 ft. 


2250 ft. 

2000 ft. 

1000 ft. 
479 
445 
338 
217 
177 
173 
165 
135 
124 


35 lbs. 
30 Ibs. 
20 Ibs. 
8 cans 
4 boxes 
4 doz. 


r.c. wire—No. 14 to 5,000,000 
cm. 

armored cable 

rigid conduit—}” to 3” 

2-conductor telephone wire 

armored cable bushings 

locknuts and bushings 

outlet boxes 

sockets 

box hangers 

armored cable connectors 

metal reflectors 

plug fuses 

“Jiffy” clamps 

couplings 

duplex receptacles and plates 

toggle switches and plates 

fixture studs 

enclosed fuses—20 to 400 
amp. 

toggle bolts 

extension collars 

adjusting balls 

drop cords, complete 

canopy switches 

chain hangers 

push buttons 

elbows 

shade holders 

bells and buzzers 

64 circuit panels 

pipe straps—}” to 3” 

friction and rubber tape 

solder 

solder paste 

insulated staples 

hack saw blades 











After—A huge electric sign and 
modern exterior proclaim the fact 


that Sachs sells clothes 





A 
Clothing 


Store 


Typical Modernization Jobs Thafr 


sales would mean larger profits. 
Accordingly, he annexed the build- 
ing next door and, breaking through 
the walls, increased his store front 
from 25 to 50 feet and doubled his 
floor space. 

High lights of the installation in- 
clude: a huge electric sign consum- 
ing 10,000 watts; an entirely new 
store front utilizing black cararra 
glass; 142 200-watt flush show win- 
dow reflectors, and a total of 8&4 
lighting circuits. Powering an air- 
conditioning system are two 10 h.p. 
and one 3 h.p. motors controlled by 
six switches. Water coolers have 
been installed throughout the store. 

A private telephone system con- 
nects credit department, the various 
salesrooms, tailoring department 
and main office. The system is so 
arranged that all phones may be used 
at once, in the case of a general 
conference, or any two stations may 
talk privately. 

On the first floor 300-watt spe- 
cially designed ceiling units provide 
both direct and indirect illumina- 
tion. On the second floor general 
illumination is also provided by 300- 
watt ceiling units. Dressing and fit- 
ting rooms, also the credit depart- 
ment, are lighted with modernistic 
tubular fixtures, while soffit lighting 
is used for built-in display cases and 
triple mirrors located. on the stair- 
way leading to the second floor. 














A 


Movie 


Theatre 















ADELPHI 


| 


After—A modern, well lighted exterior that can be seen for blocks 


awroduced Orders for Wielesalers 











the owners of movie houses 
to modernize. Theatres whose 


Cire PETITION is compelling 


fronts and lobbies are not designed 35000 ft. 
along modernistic lines, which are 2550 f. 

2 : : 490 ft. 
not lighted in accordance with the 400 ft. 
standards set by Chicago’s “Century 250 ft. 
of Progress,” and which fail to 1500 
provide air-conditioned auditoriums, 313 
find their patrons drifting away to 210 
rival houses whose owners have al- 159 
ready learned that “It Pays to 121 
Modernize.” 

Such was the situation which led 96 
the owners of the Adelphi Theatre, a 
on Chicago’s north side, to com- 15 
pletely remodel their building at a 43 
cost of some $36,000. As air-cooling 31 
had been installed previously, light- 7. 


ing accounted for most of this sum. 


r.c. wire—No. 14 to 4/0 26 
rigid conduit—}” to 4” 22 
flexible metallic conduit 19 
troughing 18 
armored cable 12 
sockets for troughing 10 
locknuts and bushings—}” 6 

to 4” 6 
armored cable connectors 3 
couplings—}” to 4” 2 
enclosed fuses—15 to 600 2 

amps. 1 
outlet boxes 1 


toggle bolts 
toggle switches and plates 


plug fuses 40 lbs. 
“Jiffy” clamps 40 lbs. 
lugs 20 Ibs. 


armored cable bushings 


switch covers 3 doz. 


On This Remodeling Job the Contractor Used 


elbows—1” to 4” 

“Chase” nipples 

duplex receptacles and plates 

box hangers 

extension collars 

solderless connectors 

screw cover pull boxes 

cut out blocks 

motor starting switches 

60 amp. safety switches 

200-ft. fish tapes 

74 circuit lighting panel 

600 ampere main circuit 
panel with current trans- 
formers 


solder 
rubber and friction tape 
pipe straps—}” to 4” 


6cans solder paste 


hack saw blades 








A large canopy sign with lumin- 
ous tubing of various colors extends 
across the entire theatre front. Re- 
cessed, illuminated signs showing current attrac- 
tions have been built both outside and inside the 
lobby. In the lobby, the Liberty Electric Co., 
the contractors who did the electrical work, in- 
stalled no less than 1500 sockets in 400 feet of 
troughing. From the 600 ampere main switch 
74 lighting circuits were run in addition to cir- 
cuits and control for 15 motors located through- 
out the building. 

The list of the principal material items which 
the electrical contractor used on this job indi- 
cates. the substantial orders which electrical 
wholesalers can obtain from this type of mod- 
ernization. 


Before—A typical neighborhood movie house 
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Twilight no longer prevails in the buffing room where 
modernized lighting now provides 38 foot candles 


Twenty-seven foot candles of glareless and shadowless 
illumination 





the plating room, lighting intensities were raised from 8 to 25 foot candles 
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$2.000 Spent For Re-Lighting 
Saves $900 A Year 


Wholesalers’ salesmen who sell to industrials can cite the experience 
of the Colonial Premier Co., Chicago, manufacturers of portable 
lamps, to prove that modernized lighting is a sound investment 


RIVING a car on a dark, 
D foggy night is no pleasure. 
The usual problems of watch- 
ing approaching cars at cross-roads, 
slowing down for curves and avoid- 
ing wild drivers are joys compared 
to blundering along at 15 miles per 
hour in the hope of staying on the 
road while driving through fog. 
The fastest and most efficient car 
in the world is no help at that time. 
For a man to work in a dark, 
drab factory is similar to driving 
in at least a semi-fog. He has to go 
slowly, especially when he is oper- 
ating a machine, and even then can- 
not help but “go off the road’”’ occa- 
sionally. 

Such were the conditions which 
prevailed until recently in the plant 
of the Colonial Premier Co. in Chi- 
cago. But now the fog is no more. 
The “brass hats” of this concern, 
which manufactures lamp shades 
and portable lamps, listened to the 
story of “Better Light — Better 
Sight.” Their rejections had been 
running altogether too high and they 
became convinced that the lighting, 
rather than the employees, was re- 
sponsible. 

Lighting engineers of the Com- 
monwealth Edison Co., the local 
utility, were asked to prepare speci- 
fications for a thoroughly modern- 
ized _ lighting installation both 
throughout the plant and in the 
office. 

Foot-candle intensities were 
tripled and, in some places, quad- 
rupled. Obsolete reflectors were 
replaced with modern glass-steel 
diffusers. Many new outlets were 
added and, in most departments, in- 
dividual control of each lighting 
unit was provided by canopy 
switches. 

Complete re-wiring of the build- 
ing was found to be unnecessary 


and the installation, involving 132 
lighting outlets, required an invest- 
ment by Colonial Premier of only 
$2,000. 

The executives of the company 
are enthusiastic over the results. 
Rejections have been reduced by 
95 per cent; where formerly 100 
pieces failed to pass the inspectors, 
now only five are rejected. As the 
employees are paid on a piece-work 
basis, their incomes have appreci- 
ably increased and, at the same time, 
company officials estimate the gain 
in operating efficiency at 25 per cent. 

The “before and after” photo- 
graphs on the opposite page show 
the tremendous improvement in 
working conditions. In the buffing 
room the lighting was especially 
bad, yet it was typical of conditions 
which exist in many factories. There 
was no provision whatsoever for 
general illumination, only a stray 
light here and there which utterly 
failed to provide adequate illumina- 
tion. The reflectors over the buff- 
ing wheels were hung so low that 
workers were handicapped by glare. 
Foot candle intensities, which for- 
merly ranged from eight to 15, were 
increased to from 32 to 47 foot 
candles by installing glass-steel dif- 
fusers, so spaced as to provide even 
illumination throughout the rooms, 
and installed at a mounting height 














The Contractor Bought 


8,500 ft. R. C. Wire 
3,000 ft. Conduit 
174 Outlet Boxes 
122 Switches 
96 Glass-steel Diffusers 
36 Metal Reflectors 
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that eliminated the former evils— 
shadows and glare. 

Inadequate localized lighting, with 
the resultant shadows and glare had 
likewise been responsible for much 
poor work in the plating room. In- 
tensities, which varied from eight to 
15 foot candles, were increased to 
an average of 25 foot candles by 
a similar installation of glass-steel 
diffusers. Directly under each unit 
30 foot candles of glareless illumina- 
tion is provided. 

Final assembly and inspection of 
the portable lamps is done in the 
large room shown in the center 
photograph. Here each bay is pro- 
vided with a row of modern units, 
mounted at a height sufficient to 
provide general illumination of from 
18 to 27 foot candles. 


—_— modernized lighting installa- 
tion, besides bringing direct finan- 
cial returns to the manufacturer and 
his employees, also provided added 
load for the lighting company, gave 
the contractor a profitable job and 
resulted in a substantial order for 
the wholesaler. As well over half 
the cost of the job was represented 
by the necessary reflectors and wir- 
ing materials, the wholesaler’s order 
ran over $1,000. 

Few industrial executives today 
will turn down an opportunity to 
modernize their plant, provided the 
investment will be returned to them 
through increased production or re- 
duced operating costs within a 
period of two or three years. The 
Colonial Premier installation is ef- 
fecting savings at the rate of $900 
a year on a $2,000 investment. It 
will pay for itself in slightly over 
two years and provides specific 
proof that modernized lighting is a 
sound investment and can be sold 
as such. 
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cialist. 
lieves that it is his job to develop better appliance dealers. 
In this article he describes his methods in changing a 
dormant vacuum cleaner account into a live dealer 


ee to the trade throughout eastern Iowa as 


“Tad,” J. R. Haney has traveled that country for the past 
13 years, first with the Terry Durin Co. of Cedar Rapids 
and, more recently, with the Waterloo house of the Cres- 
cent Electric Supply Co. “Tad” is not an appliance spe- 


He sells supplies as well. Nevertheless, he be- 


won first prize in a_ national sales contest 


Developing A Champion Dealer 


HEN I first approached Ed 
W owes of the Standard Tire Co., 

Cedar Rapids, Iowa, on the sub- 
ject of selling vacuum cleaners, it was 
something like talking the value of sunbeams to the 
farmers of Iowa last summer—in each case both had 
had plenty of grief, with no good results. The farmers 
had been watching good old sol burn up their crops while 
Ed had tired of watching vacuum cleaners clutter up his 
store with sales few and far between. 

Mr. Owen couldn’t get his men to do a good selling 
job on vacuum cleaners. To prove this he showed me 
that they had sold only about 25 of them in the last 10 
years. To make matters worse, every year competitive 
specialty salesmen had been doing right well, so he 
thought the saturation point was about reached. His 
main objections were the saturation angle and that his 
men didn’t know how to sell cleaners. They could move 
tires, gas, oil, refrigerators and other electrical appliances, 
but cleaners were taboo as far as they were concerned. 

After much talk on my part I finally got to the point 
where Mr. Owen would at least listen to my end of it. 

To begin with, though, he shouted, “None of this door- 
bell ringing. There isn’t enough in it to warrant hiring 
a special force of bell-ringers and I’m not pulling my 
regular men off their jobs to do that sort of thing.” 

That was all right with me as I didn’t think it was 
necessary for this company to go out finding prospects 
because plenty of them drove up to the building every 
day. They came either to buy gas, get a tire or some- 
thing else, so I knew that the traffic was heavy enough 
to dig up vacuum cleaner leads. 

As we both knew, the force was willing to work, but 
didn’t know the first thing about convincing the house- 
wives that they needed vacuum cleaners. 

The 18 employees of the Standard Tire Co. were as- 
sembled and at the first gathering we told of the plan. 
The 18 were divided into two groups to make sort of a 
contest within a contest, as the national cleaner campaign 
staged by the General Electric Co. was to last 60 days. 
Everyone there agreed that homes get as dirty in bad as 
well as in good times, so the problem was to find those 
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By J. R. HANEY 


Crescent Electric Supply Co., 
Waterloo, Iowa 


of their regular customers who didn’t 
have cleaners or had some that were about 
ready for the well known dump heap. If 
a person could afford an automobile he 
could afford a cleaner that sells at $39.95. 

Everyone on the Standard payroll was asking people 
if they had cleaners; would they like a demonstration ; 
could their old cleaner do this or that, etc. 

At another meeting I taught the 18 contestants the 
value of knowing the three dirt tests. Whether the em- 
ployee was going to actually demonstrate or not, he at 
least knew why these tests were made, so could question 
prospects accordingly. I am of the opinion that by 
testing a cleaner by the three-dirt tests it gives a much 
more convincing demonstration than by plotting one 
make against another. 

Occasionally Mr. Owen and I called the group together 
for added tips. New ideas or helpful information was 
given to them in helping to put this contest over with a 
bang. 

Every time a cleaner was sold a dollar was put in a 
pot that was to be split up among the winners of the 
winning side. As this was the incentive, each team really 
cooperated remarkably and it was due to that cooperative 
spirit that the Standard Tire Co. was able to sell 341 
cleaner combinations in the 60-day period. 

If one of the regular crew had trouble closing a sale, 
then one of the four specialty appliance salesmen stepped 
in and gave a lift. These men obviously had received 
more training in selling electrical appliances. 

As was originally planned, it wasn’t necessary to go 
out pounding doors to get leads. The majority came 
from those who were regular customers, but additional 
leads came from friends or by telephone. 

We learned that one of the best demonstration stunts 
was to leave the bag off the hand cleaner and let the dust 
fly. Rather a startling demonstration for the housewife. 

From this contest alone several interesting facts came 
to the front that might well be passed on to his dealers 
by the wholesaler’s salesman. 

1. There is a new generation coming into homemaking. 
Proved by the fact that only one- (Turn to page 28) 
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Building Rural Distribution 


A northwestern appliance distributor, covering a” large, 


sparsely settled territory, makes each salesman responsible 


for the selection and development of his own dealers 


Gibbs of Spokane, Wash., will approximate a quar- 
ter of a million dollars in 1935. The territory in 
which they operate is 400 miles long east and west and 
somewhat less north and south. In all this territory, 
with the exception of the home city, there are only three 
towns of 5,000 population or over and only one of these 
is 15,000. Spokane itself is 115,000. The only retail 
sales entering into this total are made in Spokane. Here 
the total of household refrigerators alone will reach 500. 
Possibly these figures do not constitute a sales record. 
But at least they are unusual, and warranted an inquiry 
being made of L. K. Vallandingham, appliance sales man- 
ager, as to his meth- 
ods in achieving this 
volume under such 
conditions. 

“We have 175 deal- 
ers in this territory,” 
said Mr. Vallanding- 
ham. “There is just 
one way to keep them 
going at top efficiency, 
and that is to give 
them something new 
in the way of a defin- 
ite plan to work on 
month by month. Per- 
haps that is the wrong 
way to put it. Per- 
haps I should say, give our salesmen something new each 
month, for it is through the activity and constantly re- 
created interest of our salesmen that we have been able 
to obtain these results. 

“Each salesman operates in a given territory of so 
many counties. His total quota is broken down into 
county quotas. Here is a territorial map which will show 
what I mean. Yellow for a county shows quota, or 
above, for that county. Green shows counties in which 
the potential business is too small to be assigned quotas. 
In this sparsely settled, mountainous region there are 
many such counties. Red shows counties that are below 
quota. In addition, all counties where four or more 
boxes have been sold are starred. 

“The complexion of this map is changed from week to 
week as the results necessitate. Our men are in every 
week and map gazing is a regular form of entertainment. 
Much of our discussion centers around this map. I find it 
much more effective than any form of tabulation of sales 
quotas and sales figures. It is to be preferred to tabula- 
tion by towns. To see their territories gradually change 


© Sits of major electrical appliances by Tull & 
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L. K. Vallandingham, appliance sales manager, with his 
county map 


from red to yellow is a never-failing source of inspira- 
tion to the men. And the bringing of a green county, 
through some unexpected sales ingenuity, into the quota 
class is cause for a real celebration. 

“Our salesmen are responsible for the establishment 
of the dealers in their territories, as they are for the 
results to be achieved in those territories. In my opinion, 
it is not right to ask a salesman to obtain certain results 
in a territory and then not give him the right to choose 
the outlets. In the first place, we hire competent men 
who are familiar with the ground. Then it is up to them. 

“Having chosen the dealer, the salesman first sets 
forth the general plan of operation to be followed in 
holding his franchise. 
Then he immediately 
gets the dealer started 
on our current month- 
ly plan. 

“We send our own 
home economist 
through the territory 
constantly. She spends 
two days in a store, 
and the audiences have 
at times reached as 
high as 350. The 
salesman paves the 
way for her. He ar- 
ranges the dates, the 
newspaper advertising, 
and sees to the distribution of literature, such as hand- 
bills, by the dealer. This has been going on for five 
years, and the gratifying part is that the audiences have 
been on the increase during all that time. 

“In addition, our salesmen must hold meetings with 
the dealers’ sales people. Therefore, each salesman is 
also an organizer, at home on his feet before an audience. 

“T cannot emphasize too strongly the point made in 
the beginning of making the salesman responsible and 
then giving him all the leeway possible in running his 
territory. While we work our men on a straight salary 
basis, the pride which they take in running their own 
business, so to speak, has brought us fesults through their 
efforts. The sales manager’s function, as I see it, is to 
give them fresh sales plans to work on frequently, and 
then sum up the results from month to month in a man- 
ner to show them the results that they are obtaining. 
When he begins to issue a lot of orders and mix in with 
all the details in the various territories, he begins to de- 
stroy that pride in individual accomplishment which is 
the basis upon which salesmanship is founded.” 
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HE electrical wholesaler has a 

new line to sell. Now, for the 

first time, he is in a position 
to promote mercury vapor lighting; 
including lamps, reactors and re- 
flectors. 

Because the sale-of the new 400 
watt high intensity mercury vapor 
lamp does not require the high de- 
gree of technical knowledge neces- 
sary to properly sell the older 
Cooper Hewitt lamp, the new lamp 
will be marketed through wholesale 
channels. Both the General Electric 
Co. and the Westinghouse Lamp 
Co. have announced that this par- 
ticular lamp will be sold through 
established Mazda distributors. 

Carrying a list price of $12.50, 
the new lamp requires a reactor or 





is ‘ transformer listing at from $7.75 to 
& <8 $15.75 and a reflector whose list 
. = ' varies from $7.50 to $25, depending 


upon the type selected. As each 
lamp must have its individual re- 



















The new 440 watt, high 
intensity, mercury vapor 
lamp 






















The Briggs Mfg. Co. 
press shop, lighted by 
150 high intensity, 400 
watt, mercury vapor 
lamps in open, deep- 
bowl reflectors, mounted 
40 feet above the floor 
and producing 22 foot- 
candles 


Now Wholesalers Can Sell 
Mereury Vapor Lighting 


reflectors. Applications in- 


offices and outdoor installations. 


High intensity lamp available to actor, the complete unit of 


sale (at manufacturers’ list 


all Mazda B agents. Reflector prices ) is at least $27.50, 
manufacturers ready with suitable and may run as high as 
$52. 


Principal advantages of 


clude industrial plants, stores, the high intensity lamp are 


two-fold. Although con- 
suming but 400 watts, it 
produces an intensity equiv- 
alent to that of a 750 watt 
Mazda lamp. Its _bluish- 
white light affords greater visual 
acuity, or “seeing power,” than the 
yellowish-red light of the incandes- 
cent lamp. Because of this quality, 
the new mercury lamp is especially 
suitable for use throughout indus- 
trial plants, while, in combination 
with Mazda lamps, it provides a 
more natural light for clerical 
workers in offices. 


Operating Characteristics 


The lamp is equipped with a 
standard mogul base, measures 13 
inches over-all, produces 35 lumens 
per watt, has an average life of 
1,500 hours and is designed for 
burning in a vertical position, base 
up. Base down is also available. 
It is available for use on 60 cycle, 
110 or 220 volt circuits only. The 
T-16 outer bulb is two inches in 
diameter and encloses an inner bulb, 
known as the arc-tube, which is es- 
sentially the actual light source. 





The lamp is self-starting and re- 
quires from seven to eight minutes 
to build up to full brilliancy. In 
the event of current interruption, 
it will not re-light until it has cooled 
down to a point where the vapor 
pressure within the tube is reduced 
sufficiently, allowing the arc to be- 
come re-established. When this 
temperature or pressure is reached, 
after a lapse of five or six minutes, 
the lamp automatically re-lights. 
Thus, a total period of 12 to 15 min- 
utes is required to bring the lamp 
to full brilliancy after a current in- 
terruption. While this feature 
would appear undesirable, especially 
in industrial plants where a 15 minute 
outage might result in costly produc- 
tion delays, no serious sale resistance 
has actually developed. And more 
than 10,000 of these lamps have al- 
ready been installed in industrial 
plants. This is largely because cur- 
rent interruptions are extremely rare 
in most plants today, with some 
plants having a record of continuous 
service over a period of several 
years. The majority of existing users 
have installed lamps without any 
auxiliary lighting, based on past ex- 
perience of little or no trouble from 
power interruptions. 


Control Devices 


As the voltage drop across the 
arc-tube of the lamp is less than 
line voltage, and as it varies from 
20 volts at start to 150 volts at full 
brilliancy, it is necessary that some 
external means be provided for con- 
trolling current through the lamp. 


This close-up view of the Packard 

plant, which has not been re- 

touched, shows how high intensity 

mercury lighting brings out details 

and improves the “seeing power” 
of industrial workers 


When the lamp is to be operated on 
a 220 volt circuit, this is accom- 
plished by a simple iron core re- 
actor, provided with suitable taps. 
On 110 volt circuits this regulation 
is accomplished by a transformer 
unit bearing practically the same ap- 
pearance and size as reactors. 

Both reactors and transformers 
can be obtained in either open core 
or enclosed types, the latter suitable 
for either wall or ceiling mounting 
and conduit suspension. These regu- 
lating devices operate 
on a power factor of 
about 65 per cent. 
Where power factor 
correction is desired, 


At the 
plant, in 


Philco radio 
Philadelphia, 
mercury vapor and _ in- 
candescent lighting are 
combined. High _in- 
tensity mercury lamps, 
alternated with 300 watt 
Mazda lamps mounted in 
glassteel diffusers, pro- 
duce 80 foot-candles of 
illumination 


High intensity mercury 
vapor lamps are com- 
bined with four 200-watt 
Mazda incandescent 
lamps in special indirect 
lighting fixtures in this 
general office of the 
Pittsburgh Plate Glass 
Co., Pittsburgh 


At the Packard plant, 
both overhead §glassteel 
diffusers and angle re- 
flectors at the side of the 
bay, are used to light the 
production line in the 
body department 


reactors and transformers are avail- 
able which give an over-all power 
factor as high as 95 per cent. Even 
on large installations it has been 
found that no economic saving can 
be secured by installing a single, 
large capacitor on the primary 


feeder for power factor correction. 

Each lamp, therefore, requires its 

individual reactor or transformer. 

These corrective devices, of course, 

consume some current. To the 400 
(Turn to page 26) 
































































Radio and Fixture Room 


(Left) Radio sets combine with -lighting 
fixtures and floor lamps to make effective 
this display room of the Hyland Electrical 
Supply Co. Chicago. The lamps help to 
show off the radios to advantage while the 
radios, in turn, add a realistic, homelike 
touch to the lighting display 








































Compact Counter Display 


(Right) Although intended for the sale of 
lamps, this counter of the Ensign Electric 
Supply Co., Minneapolis, suggests other 
purchases of lighting equipment. The front 
of the counter displays sockets, plugs and 
plates, while a group of fixtures hangs 
above the lamp racks 


Practical Warehouse Methods 


7. Effective Interior Displays 


Doors Do Display Duty 


(Below) Each cabinet door at the A. Knoll Electric Sup- 
ply Co., Cincinnati, serves a double purpose. Standing 
at the counter, a customer can’t help but see these supply 
displays on the front of each one. The entire cabinet 
measures 5 ft. high by 15 ft. long 


Wired Rack Shows 
Lighted Shades 


(Below) Along a wall in 
the fixture room of Elec- 
tric Supply Co., St. Paul, 
Minn., a wired rack is 
used to display various 
types of lamps, shades 
and reflectors. This en- 
ables customers to see 
what each one looks like 
under actual conditions 
of use 


Hyland’s Attractive 
Sales Counter 


(Below) Well lighted ap- 
pliance displays attract 
the attention of visitors 
to the counter. Indirect 
ceiling units complete 
the modern lines of this 
room. Unboxed samples 
in the wall and counter 
are easily reached by the 
jacketed counter men 








Wiring Device 


Sales Features 


3. Sockets 


Previous articles have discussed the comparative merits 


of various grades of flush receptacles and tumbler 


switches. 


The sale of sockets, however, requires famili- 


arity with the various available types and their actual uses. 


OCKETS were the first wiring devices ever made, 
San are still the basic commodity of the industry, 

with about 15 per cent of production capacity de- 
voted to their manufacture. The larger manufacturers 
market one line of sockets under their own name, and 
sometimes a secondary line under a trade name. Inde- 
pendent manufacturers supply a lower priced line, par- 
ticularly for the fixture and chain-store trade. 

It is impractical to submit a simple outline of the dif- 
ferences between these grades, since these apparently 
simple devices actually represent a tremendous amount 
of research, design and production activity, and differ- 
ences are confined to a multitude of details. However, 
comparison of a quality socket with a cheap competitive 
type will disclose the inevitable refinements, attention to 
details, and scientific choice of raw materials which so 
amply justify the price differential. 

The wholesaler’s salesman who wants to get his share 
of available business in this staple commodity is more 
interested in socket applications than in technical differ- 
ences between one make and another, for his success in 
making sales will be dependent upon knowing the very 
best type of socket to rec- 
ommend for a_ particular 


not suitable, since moisture will be absorbed by the 
socket linings, destroying insulating qualities and making 
the shells alive, with consequent danger to life. Porce- 
lain, bakelite or composition sockets should always be 
used where dampness is prevalent. Strictly “weather- 
proof”’ sockets are always keyless, being designed to hold 
a lamp, but not to act as a switching device. 

What socket attachments are available for eliminating 
theft of lamps? 

This problem annoys every factory and building super- 
intendent. Sockets may be obtained with left-hand 
threads, and are used, of course, with left-hand-thread 
lamps. Thieves quickly discover that these lamps cannot 
be used in the fixtures in their homes, or easily re-sold, 
and cease their activities. The resultant savings far out- 
weigh the extra cost of sockets or lamps. 

Also, sockets may be secured with a locking attach- 
ment on the side of the body which requires a key for 
removal of the lamp. This method can be applied only 
to brass shell sockets. 

How can the effects of vibration be overcome? 

Many industrial plants experience trouble of this sort. 
When a lamp becomes loose 
in its socket, an internal arc 





service. The following 
questions and their answers 
are designed to stress spe- 
cial features of importance 
to industrial and contractor 
accounts: 

What is the difference 
between standard and elec- 
trolier sockets? 

The standard medium 
base socket body has a 
greater top diameter than 
the electrolier, and conse- 
quently takes a larger cap. 
The electrolier body has 
but a very slight bulge, and 
is specifically designed for 
fixture use. 

What kind of socket 
should be used in laundries, 
dye houses and other damp 
locations? 

Brass shell sockets are 
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may be started which‘ will 
destroy the socket; or, the 
lamp may fall out. In either 
case, replacement expense 
can be avoided by using a 
socket with a lamp-grip 
feature. This feature can 
be applied to both mogul 
and medium base devices, 
although not all manufac- 
turers are equipped to fur- 
nish it. Note that the lamp 
grip does not act as a theft- 
preventative. , 

What type of socket 
should be used in very hot 
locations? 

A porcelain or composi- 
tion socket is best suited to 
this use, as the linings of 
brass shell sockets may de- 
teriorate and become worth- 

(Turn to page 28) 
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Wholesalers Become Tax Colleetors 


Executives of various local associations of electrical wholesalers, 


located in states where sales taxes are already in effect, tell of 
some of the problems arising from the collection of these taxes 


r | VHE increasing popularity of sales 
taxes has added another function 
to the list of those performed by 

the wholesaler—that of tax collector. 
Because of the large number of states 
where such taxes are already in effect and 
because it appears almost certain that, 
before another year has passed, similar 
taxes will be levied in many other states, 
the problems which sales taxes have 
brought to electrical wholesalers are 
rapidly assuming national proportions. 

In those states where these taxes are 
already in force, local associations of 
electrical wholesalers have been active in 
obtaining rulings on moot points and in 
advising their members as to proper 
procedure under the new laws. 

Replies to an inquiry recently sent 
these local groups by ELECTRICAL 
WHOLESALING indicate a general simi- 
larity in all these tax laws. The amount 
of the sales tax varies from one per cent 
in Missouri to three per cent in Cali- 
fornia, Illinois and Michigan. Sales 
taxes in Colorado, lowa, New Jersey and 
New York City (municipal tax) are two 
per cent. 

These are consumer taxes, applying 
only on the final sale to the ultimate user. 
Thus they do not apply on wholesalers’ 
sales to contractors or retailers, but they 
do apply to his sales to industrial plants, 
institutions, utilities, commercial build- 
ings and all other actual users. 

On those sales where the tax applies, 
wholesalers generally are adding the 
amount of the tax to the invoice, usually 
as a separate item. Reports received 
from the various local wholesaler asso- 
ciations indicate that the tax is passed 
on to the customer in practically every 
case and that, thus far, there have been 
very few cases where wholesalers have 
absorbed the tax as an inducement to 
obtain business. 


Missouri 


Melville B. Hall, secretary of the St. 
Louis Electrical Wholesalers’ Associa- 
tion, reports that: 

“The Missouri law requires that the 
tax be collected from the consumer by 
the seller under heavy penalties. All 
consumers, except Federal offices that 
pay by check of the treasurer of the 
United States, are subject to tax. Pur- 
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chases by the City of St. Louis, State of 
Missouri, PWA, etc., are all taxable.”’ 


Illinois 


The tax applies to everything in the 
wholesaler’s line, but only on the final 
sale to the ultimate consumer. Comment- 
ing on this tax, A. J. McGivern, manag- 
ing director, Chicago Electrical Whole- 
salers’ Association, says: 

“The tax is usually added to the invoice 
as a separate item, being carefully 
marked, ‘Expense on account of Occu- 
pational Tax.’ In a few cases customers 
prefer to have this expense included in 
the price. 

“Absorbing the tax by the wholesaler 
is so rare, that it is not worth consider- 
ing. It has required cooperative effort 
to establish the principle of passing on 
the tax, but all wholesalers realize that, 
in the case of large orders, this tax 
amounts to 40 or 50 per cent of the gross 
profits and more than the net profit. Con- 
sequently, they pass the tax on without 
exception, because they realize they can- 
not afford to do otherwise.” 

In every state where sales taxes are in 
effect, the question has arisen as to 
whether or not shipments made from a 
factory or branch house located outside 
the state are taxable. This point has been 
clarified in Illinois by the following rul- 
ing issued by the state finance depart- 
ment: 

“If a person engaged in business in 
Illinois contracts to deliver unascertained 
goods (i.e., goods not specifically selected 
by the purchaser) to a purchaser in IIli- 
nois for use or consumption, the sale is 
within the Act, notwithstanding that the 
vendor may obtain the goods from another 
state, and the goods may move directly 
from another state to the purchaser in 
Illinois. In such a case interstate trans- 
portation is not necessarily required, and 
is deemed to be merely incidental to the 
sale. It is immaterial that in such a case 
the contract of sale fixes a price f.o.b. ori- 
gin in another state as the sale is, in fact, 
made within Illinois.” 


Colorado 


“To my knowledge, none of the elec- 
trical wholesalers are absorbing any tax 
and there has been no chiseling on the 


sales tax in order to reduce the price to 
any consumer,” comments V. N. Garret- 
son of the Denver Electrical Whole- 
salers’ Association. He further says: 

‘The sales tax does not apply on whole- 
salers’ sales to contractors or retailers 
who advise that they are purchasing for 
resale, or that the tax will be passed on 
by them to the ultimate consumer. To 
industrial plants, the tax is applied, ex- 
cept where the industrial plant claims ex- 
emption. The sales tax is passed on in 
all cases by the wholesaler.” 


Iowa 


J. S. Kimmel of the Iowa Electrical 
Wholesalers’ Association describes the 
situation in that state as follows: 

“The electrical wholesalers in Iowa 
collect a two per cent sales tax on all ma- 
terial which they sell to industrials and 
utilities for consumption. 

“Any article sold to contractors for 
resale or sold to industrial plants to be put 
on articles which they in turn sell, such 
as control apparatus on electrical ma- 
chinery, is not subject to tax. 

“The sales tax by law is supposed to 
be passed on by wholesalers to the cus- 
tomer. It is added to the invoice as a 
separate item. 

“T do not think that wholesalers gen- 
erally are absorbing this tax. No doubt 
some wholesalers are making exceptions 
but I believe that generally speaking the 
tax is being passed on.” 


New York City 


Metropolitan wholesalers are adding 
the tax as a separate item on the invoice, 
according to G. V. Weir, managing di- 
rector, Eastern Electrical Wholesalers’ 
Association. His report brings out some 
additional phases of the sales tax 
situation. 

“These are retail sales taxes, so the 
firm actually making the sale to the con- 
sumer should pay the tax. As a matter 
of safety for the wholesaler, he should 
secure a certificate from the dealer or 
contractor, stating that his purchases are 
for resale and that the dealer or contrac- 
tor will pay the tax. Sales made by the 
wholesaler to industrials, or to contrac- 
tors for a contract job, where the mate- 
rial is delivered on the job, are taxable. 
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“Some wholesalers are absorbing the 
tax as a competitive edge, but most of 
them realize that the sales tax is here to 
stay. It is not considered good business 
to absorb the tax, nor is it a general 
practice. 

“Tf a customer refuses to pay the tax, 
the wholesaler simply makes the sale and 
notes on his tax return that the particular 
customer refused to pay, in which case 
the customer is subject to a fine. 

“Any wholesaler who knows of another 
who is not collecting the tax, or one who 
is engaged in interstate business and has 
a branch out of the state which he is 
using to ship into the other state, should 
report all sales to his local association for 
action. 

“There is another angle; the consumer 
who goes out of the city or state and buys 
a considerable amount of merchandise 
and avoids the tax, if reported, is subject 
to the tax and a fine.” 


Michigan 


F. H. Van Gorder, secretary of the 
Electric Club of Detroit, reports: 

“We have had considerable trouble in 
collecting this tax but as a general rule 
it has not been used as chiseling proposi- 
tion by some wholesalers. We have kept 
close together here on propositions and 
in most cases the tax is added as a sepa- 
rate item to invoice.” 

In this state, purchases for use in in- 
dustrial processing or agricultural pro- 
ducing are now exempt from the sales 
tax. However, to obtain exemption, the 
purchaser must furnish the seller with a 
certificate of exemption, or make a suit- 
able statement on his purchase order. 
Where neither procedure is followed by 
the buyer, wholesalers should rubber- 
stamp a statement of exemption on one 
copy of their invoice to be signed and 
returned by the customer. 

Michigan wholesalers must pay the 
sales tax on their sales to: 


1. Manufacturers for materials not 
used in processing. 

2. Contractors who do not bill labor 
and materials separately to taxable cus- 
tomers and who do not pay a tax to the 
state on the materials. 

3. Contractors or wiremen’s tools and 
equipment. 

4. Hotels. 

5. Office buildings. 

6. Hospitals operated for profit. 

7. Apartment houses. 

8. Transportation companies 
mon carriers). 

9. Stores, warehouses, etc., for main- 
tenance or construction. 

10. Personal users. 

11. Schools operated for profit. 

12. Theatres. 

13. Dry cleaners. 

14. Laundries. 

Sales falling under the following clas- 
sifications are exempt from the Michigan 
tax: 

1. Manufacturers for use in process- 
ing. 


(com- 


2. Contractors who do pay a tax to the 
state, or who use the materials on non- 
taxable projects. 

3. Electric and gas utilities. 

4. Merchants for resale. 

5. Churches, public schools, non-profit 
educational institutions, non-profit homes 
for children. 

6. Federal, state, county and municipal 
governments, their sub-divisions and in- 
stitutions. 

7. Interstate commerce. 

8. Returnable reels and containers. 

9. Farmers for agricultural produc- 
ing. 

10. Hospitals non-profit. 

11. Benevolent organizations. 

12. Boat builders. 


California 


In addition to a sales tax, which has 
been in effect since April, 1933, Cali- 
fornia has a new “Use” tax, passed by 
the last session of the legislature in an 
attempt to overcome the shipment of 
merchandise into the state in interstate 
commerce, thereby avoiding the sales 
tax. 

The functioning of both sales and use 
tax is described as follows by A .H. Gudie 
of the Biddle Trade Bureau, Los Angeles: 

“Under a recent amendment to the 
sales tax, all sales are presumed to be 
sales at retail unless the seller has re- 
ceived from the purchaser a certificate 
stating that the merchandise is being 
purchased for resale. All concerns doing 
any retail business are required to have 
a state retail license which cost one dollar 
and is good until revoked, and all certifi- 
cates, stating that the purchases are being 
made for resale, must carry this license 
number. These certificates can be given 
by a purchaser to cover all purchases for 
an indefinite period of time. 

“The electrical wholesalers here have 
generally received from all contractors 
and dealers, etc., such certificates which 
they keep on file and which naturally 
exempts the tax on any merchandise they 
sell to these dealers. When selling to 
the industrials, or consumer, the sales 
tax is shown as a separate item at the 
bottom of the invoice which practice is 
practically universal among all types of 
industry here in California. Quotations 
to government buying agencies almost 
always carry a notation that the price 
quoted is subject to the addition of the 
sales tax. 


New “Use” Tax 


“The new use tax applies only on mer- 
chandise which is shipped in from outside 
the state and on which the sales tax does 
not apply. It is a tax upon the con- 
sumer who purchases such merchandise 
and, in an attempt to avoid the prohi- 
bition against a state taxing interstate 
commerce, they call it a tax for the priv- 
ilege of using, or storing, merchandise 
which has been shipped into California 
from another state. 
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“The amount of this tax is likewise 
three per cent and places the burden for 
the payment of this tax upon the pur- 
chaser. If he makes the purchase 
through a company which does not main- 
tain a place of business within the state, 
the purchaser must report this tax and 
pay the same to the collecting agency. 
However, if his purchase is made through 
a company maintaining a place of busi- 
ness within California, he may pay the 
tax direct to the seller and receive a 
receipt which then, of course, places the 
burden for the payment of the tax upon 
the seller. 

“Under no circumstances may this use 
tax be absorbed and the law expressly 
requires that all quotations and/or in- 
voices must show this as a separate item 
and a seller collecting such a tax must 
give a separate receipt therefor. 

“Since this use tax applies on the use, 
consumption or storage of tangible per- 
sonal property it does not mean that 
wholesalers having merchandise shipped 
to them from outside the state pay a tax 
upon it when they place it in their ware- 
house for future sale, but if a whole- 
saler, for example, has a carload of cable 
shipped from an outside of state plant 
direct to a utility, it is the obligation of 
the utility to pay the three per cent tax 
under one of the two procedures out- 
lined above. 

“There is not much question among 
the legal fraternity but that this use tax 
violates the Federal constitution with re- 
spect to placing an undue burden upon 
the movement of merchandise in inter- 
state commerce, and the legislators, 
anticipating this, have very cleverly built 
up a fence which may require a consid- 
erable period of time and a large number 
of separate cases to break it down. The 
law states that any of this tax which is 
paid under protest must be sued upon 
within 60 days, and the protest must be 
specific as to the reasons for the protest 
and only such reasons can be considered 
by the courts in sustaining such a pro- 
test. 

“Most industry here is taking the at- 
titude that while it may be an uncon- 
stitutional law, it is easier to go along 
with it than fight it, although we expect 
that there will shortly be a series of test 
cases as soon as someone is called upon 
to pay a sizeable tax on some individual 
order. 

“The original sales tax law applied 
to any and all tangible personal prop- 
erty, but the July amendment exempted 
food products except that prepared food 
sold by restaurants, etc., is taxable. The 
only other exemption is gasoline, upon 
which there is a state tax of 3c. besides the 
lc, Federal tax. 

“The wholesalers have had no trouble 
in passing on the tax to the consumer 
in applicable cases since the routine has 
become generally understood and it is 
only on an occasional public bid where 
reference to the tax is either intentionally 
or inadvertently omitted that it becomes 
a competitive factor.” 
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MEN YOU SHOULD KNOW 





* JOSEPH J. MeCAFFERY 


President, The McCaffery Co., 
South Bend, Ind. 








EADING a relatively new 

but extremely progressive 

electrical wholesale house in 
the middle west is Joseph J. McCaf- 
fery of South Bend, Indiana, presi- 
dent of the McCaffery Co. Although 
this organization cannot claim any 
comparison as to size with certain 
of South Bend’s other institutions, 
notably that one controlled by Vin- 
cent Bendix, Notre Dame Univer- 
sity, or the Studebaker automobile 
works, he and his associates are 
surely as aggressive as any of these. 

South Bend claims him as a na- 
tive son, for “Joe” was born there 
on January 31, 1893. He went 
through grade and high schools in 
good fashion, doing what the rest 
of the kids did: fishing and fighting 
in the summer, school and skating 
in the cold months. Completing his 
high school course, he elected to 
remain in South Bend and enter the 
world famous Notre Dame Univer- 
sity. While there young McCaffery 
studied electrical engineering until 
one sunny June day in 1916 he was 
presented with the traditional sheep- 
skin as proof of four years devoted 
to the rudiments of electrical engi- 
neering. 

Immediately after graduation, Joe 
entered the engineering department 
of the local utility, the Indiana- 
Michigan Electric Co., but he was 
not destined to remain there long. 
Events in Europe, where a first-class 
war had developed, had led Presi- 
dent Wilson to decide, with the aid 
of Congress, to “make the world 
safe for democracy.” McCaffery is 
a good Irish name, and here was a 
good fight, with an underdog badly 
in need of help, so McCaffery left 
the utility business and joined the 
navy. 

With the end of war he returned 
to the states and began work with 
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He Built His Business 
During the Depression 


Cutler-Hammer, Inc., 
in Milwaukee. Here 
he went through a 
rigid training course 
which included work 
in the factory, office, 
and engineering de- 
partment. In 1920 he 
went to Chicago as a 
member of the sales 
force. Here he ob- 
served the great num- 
ber of buildings springing up in 
the middle west, and decided that 
furnishing machinery and other sup- 
plies to building contractors would 
be a profitable business. In 1922 
he left Cutler-Hammer and, with 
his brother, B. J., organized Mc- 
Caffery Brothers, a machinery and 
building equipment firm. 

As the years passed, the organi- 
zation became more and more 
electrical-minded, until its heads de- 
cided to devote their entire energies 
to electrical supplies and appliances. 
In May, 1928, the assets of the old 
company were sold to a new corpo- 
ration, the McCaffery Co., with Mr. 
McCaffery as president and general 
manager, R. W. Fleming as vice- 
president, and Joe’s brother, B. J., 
as secretary-treasurer. 


AS everyone connected with the 
electrical wholesaling business 
now knows, 1928 was a tough time 
to enter the game. The year in itself 
was fine, but it wasn’t long before 
money began to tighten. The Mc- 
Caffery organization, barely started, 
had no old and _ well-established 
name to rest on through the lean 
years. It was up to Joe McCaffery 
and his associates to hustle for busi- 
ness. This they did successfully, 
which goes to show that hustling 
does bring in the business. 
Mr. McCaffery believes that per- 


A likeable, progressive man, Mr. McCaffery 
brings these qualities into use in _ his 
daily work. In his opinion, if a wholesaler 
treats each customer cordially and hon- 
estly, and renders him a service, he will be 
repaid in friendships and increased profits 


sonal service to each customer has 
been the strongest force in building 
and retaining an impressive list of 
customers. Although he has a good- 
sized force to handle details and 
wait on the counter trade, one can 
usually see Mr. McCaffery talking 
with a visiting contractor or dealer. 
Doors from his private office lead 
on one side to the general office and 
directly to the sales counter on the 
other. 

This likeable gentleman not only 
works for the growth of his own 
firm, but makes sincere attempts to 
help place the electrical wholesaling 
industry on a higher plane. When 
NRA was in effect he served as a 
code commissioner for District 27. 

In his estimation the uses for 
electricity will become far more 
numerous in the future than they 
are today. In this upward move- 
ment of the electrical forces this 
South Bend distributor expects the 
wholesaler to play an active part, 
especially if he gives real service 
and treats his customers with the 
same consideration that he would 
like to be accorded, himself. 
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JOSEPH J. MeCAFFERY . . President, The McCaffery Co., South Bend, Ind. 
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In print as in person...in Con- 
vention as at your individual 
places of business...in 1935 
as every year for 50-odd 
years past...General Cable 
affirms its policy of complete 


cooperation with established 






electrical wholesalers » » » 
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RAL CABLE CORPORATION 


Executive Offices: 420 LEXINGTON AVE., NEW YORK 


) ANIBES * NEW YORK © PHILADELPHIA * PITTSBURGH * ROME * SAN FRANCISCO °* ST. LOUIS * SEATTLE * WASHINGTON. D.C. 
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Chicago Wholesalers Hold 
Annual Golf Meet 


At the Glen Oak Country Club 


The roll call (reading from left to right in each case) : 

1. G. S. Blomgren, Square D Co.; A. Wellman, Econ- 
omy Fuse & Mfg. Co.; J. F. Kadic, Century Electric Co.; 
Al Kopald, I. A. Bennett & Co. 

2. W. L. Jacobus, Pass & Seymour, Inc.; H. Privat, 
Metropolitan Electrical Supply Co. 

3. A. C. Johnson, V. V. Fittings; S. D. Whitford, 
Pass & Seymour, Inc. 

1. Frank Dolan, Paranite Wire Co.; L. Veit, Bright 
Electrical Supply Co.; D. B. Hutchinson, Robbins & 
Myers, Inc.; S. A. Nelson, Wadsworth Electric Mfg. Co. 

5. R. E. Sontag, The Okonite Co.; M. C. Taradash, 
Hyland Electrical Supply Co.; W. E. Cornelius, Chicago 
Flexible Shaft Co.; T. J. Egan, Emerson Electric Mfg. 
Co.; F. D. Benz, U. S. Rubber Co. 

6. Sam Kaplan, Belasco Electric Supply Co.; H. D. 
Roseth, Co-Op Electric Supply Co.; Abe Glick, Elec- 
trical Sales & Engineering Co. 

7. Sam Rosenthal, Hyland Electrical Supply Co.: 
A. R. Warner, Youngstown Tube; C. T. Madsen, Chi- 
cago Flexible Shaft Co.; R. L. Wildauer, Arrow-Hart & 
Hegeman. 

8. A. L. Wanner, Belden Mfg. Co.; H. W. Clough, 
Belden Mfg. Co.; C. F. Stranberg, Benjamin Electric 
Mfg. Co.; R. C. Kinney, Graybar Electric Co. 

9. F. J. Schmidt, Westinghouse Electric Supply Co.; 
C. B. Harlow, Benjamin Electric Mfg. Co.; Van M. 
Marker, Revere Electric Co.; C. H. Holden, Edwards 
& Co. 

10. Sam Kaplan, Belasco Electric Supply Co.; Abe 
Glick, Electrical Sales & Engineering Co.; H. D. 
Roseth, Co-Op Electric Supply Co. 

11. D. E. Worrell, G. Arras, Quadrangle Mfg. Co.; 
B. H. Liberman, Illuminating Electric Co.; Leo Mocken- 
haupt, Wheeler Reflector Co. 

12. Mr. Jacques, Electric Sales & Engineering Co.; 
Roy Gordon, Diamond Braiding Mills; A. F. Alexander, 
Electric Association of Chicago; H. G. Siegel, Brook 
Electric Co. 

13. F. R. Eiseman, Revere Electric Co.; R. Mounteer, 
Chicago Flexible Shaft Co.; H. Hallberg, Trumbull 
Electric Mfg. Co.; Max Van Cleef, Van Cleef Bros. 

14. H. J. Privat, Metropolitan Electrical Supply Co.; 
A. J. McGivern, Chicago Electrical Wholesalers Asso- 
ciation. 

15. S. P. Hull, Westinghouse Lamp Co.; Sam Kap- 
lan, Belasco Electric Supply Co.; B. H. Liberman, 
Illuminating Electric Co. 

16. W. H. Colman, General Electric Co.; E. W. 
Getke, Metropolitan Electrical Supply Co.; Doug Scarf, 
National Lamp Works; Dick Graver, RCA-Victor. 





The Editor’s Page 


STARTING in 1936 with a 
one per cent payroll tax for 
unemployment compensation, em- 
ployers of eight or more persons 
will ultimately pay a tax of six per cent under the 
unemployment and old-age pension provisions of the 
new Social Security Law. 

Since the electrical wholesaler’s payroll comprises 50 
per cent of his total operating expenses, this six per 
cent tax on half of these expenses will be equivalent to a 
three per cent increase in his total cost of doing busi- 
ness. In other words, his overhead expenses will rise 
from 21.7 (the average for 1933) to 24.7 per cent, an 
increase of some 14 per cent. Obviously, if he is to 
survive under this new tax burden, his gross margins 
must be increased by a like amount, unless he is a little 
fellow who employs less than eight persons. 

Manufacturers, who are just beginning to recognize 
that the wholesaler needs a gross margin of 20 per cent 
will have to be educated to a new figure of close to 25 
per cent, unless Congress modifies the law before it 
becomes fully effective, or the Supreme Court declares 
it unconstitutional. 


Overhead 
Goes Up 


DURING the past few weeks 
Model,” But we have inspected several so- 
Inadequate called ‘model homes,” recently 
completed by speculative builders. 


In not a single case did we find a complete wiring job. 
Convenience outlets were lacking in many essential 
places. Bathrooms were inadequately lighted. Not a 
single kitchen was equipped with a ventilating fan. In 
one house there was no lighting outlet anywhere near 
the laundry tubs. Lights over kitchen sinks were the 


exception rather than the rule. Dining rooms that, 
because of their arrangement, needed three-way 
switches, were equipped with single poles. Cellar lights 
had no pilots. One house did have a clock outlet in 
the kitchen, another outdoor receptacles beside the front 
entrance, and a third electric chimes in the front hall, 
but those were rare exceptions. Illuminated house 
numbers were entirely lacking. In no case was the 
service entrance switch larger than 30 ampere. 

These were not cheap houses. Prices asked ranged 
from $9,000 to $15,000. They were advertised as “Model 
Homes” by their builders, but not a single one was 
adequately wired. Built during the past summer, these 
homes represent the beginnings of a revival of residen- 
tial construction. Next year and the year after new 
houses will be built in rapidly increasing numbers. 
Unless these homes are wired far more adequately than 
the homes which we have just described, the electrical 
industry will lose many thousands of dollars worth of 
business which rightfully belongs to it. 

There is a big promotional job facing the entire in- 
dustry. When the public learns what constitutes ade- 
quate wiring, and demands it, then builders will be com- 
pelled to spend more money for electrical work. Per- 
haps the answer is to revive, and bring up-to-date, the 
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Red Seal plan, which is still effective in several cities. 

Wholesalers’ salesmen, working with their contrac- 
tors, can sell some speculative builders on the wisdom 
of installing adequate wiring, but there are others who 
will wait until they feel the pressure of public demand. 
Only by organized, cooperative promotional effort can 
this demand be created. 


TO the list of Japanese electrical 
Japanese products being dumped on the 
Tape American market, which includes 

lamps, sockets, and bells, another 
item must be added—friction tape. Last month an 
agent handling this tape came in and submitted an ad- 
vertisement which he wanted to run in ELECTRICAL 
WHOLESALING. We asked for a sample of his tape 
and never had we seen such poor quality. First of all, 
it was terribly sticky. The fabric was so thick that the 
yardage per roll was far below the American standard. 
Holding it to the light, three pin holes could be seen 
less than an inch apart. Its raveling ability was superb. 
Even at 14 cents a pound, the price which would have 
appeared in this ad, had we accepted it, the tape would 
have proved mighty expensive to any contractor or 
plant electrician who attempted to use it. 


PROBABLY there never will be 
agreement as to what constitutes 
the most satisfactory basis for 
compensating salesmen. Accord- 
ing to a new report on this subject, issued by the Met- 
ropolitan Life Insurance Co. and reviewed on another 
page, there is a tendency among business concerns to 
shift to a commission basis during periods of depres- 
sion. During periods of prosperity, however, many 
companies prefer a salary basis because of the demand 
for special services to customers and more extensive 
missionary work. 

The investigators who compiled this report found 
that ‘“‘wholesalers tend to prefer the commission basis, 
and to base the commission on either gross or net 
profit.” The gross profit method was found to be most 
popular among wholesalers in the grocery and paper 
trades, while it ran a close second to commissions based 
on net sales among automotive equipment wholesalers. 
Electrical wholesalers were not included in the survey. 


Compensating 
Salesmen 


A REPORT of appliance sales 
by power companies and dealers, 
for the first half of 1935, com- 
piled by Electrical World, indi- 
cates that dealer sales are increasing at a much faster 
rate than sales by the utilities. This trend is especially 
noticeable in ranges and water heaters. On both of 
these items dealers more than doubled their sales over 
the same period of 1934. The utilities sold fewer 
washing and ironing machines this year, while dealer 
sales of both these major appliances showed substantial 
gains. 

Also of interest is the fact that 11 utility companies, 
which do not sell appliances, reported an average cur- 
rent consumption by residential customers of 743 kwh, 
as against only 689 kwh for 76 power companies which 
are themselves engaged in merchandising. 


Dealers vs. 
Utilities 
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Wholesalers Can Sell 
Mereury Lighting 





(Continued from page 15) 
watts required by the lamp itself, 25 watts 
should be added for the 220 volt reactors, 
or 50 watts for the 110 volt transformers. 
For the present, the lamp manufacturers 
recommend that wholesalers do not at- 
tempt to maintain stocks of the various 
types of these auxiliary devices. 


Reflectors 


While the high intensity lamp may be 
screwed into a standard type of reflector, 
the contour of the reflector is such that, 
in most cases, the highest efficiency is not 
obtained. This is because the mercury 
lamp emits light from a six-inch linear 
source rather than from a point source, as 
does the Mazda lamp. Also, many stand- 
ard reflectors cannot be used because they 
fail to provide sufficient ventilation at 
the socket and upper end of the lamp bulb. 

For these reasons, at least six promi- 
nent reflector manufacturers have al- 
ready announced new reflectors designed 
especially for the high intensity mercury 
lamp. These manufacturers are: The 
Miller Co. (Ivanhoe Division), Meridan 
Conn.; Benjamin Electric Mfg. Co., 
Desplaines, Ill.; Holophane Co., New 
York City; Day Brite Reflector Co., St. 
Louis; Wheeler Reflector Co., Boston, 
and S. & M. Lamp Co., Los Angeles. 
Available reflectors include low, medium 
and high bay units, angle types and com- 
bination units housing three 150 watt 
Mazda lamps, in addition to the high in- 
tensity mercury lamp. 


Sales Features 


The new 400 watt high intensity lamp 
gives a whiter light than the Cooper 


Hewitt lamp. The major portion of its 
light falls in the center, or yellow-green 
area, of the spectrum, to which the human 
eye responds most efficiently. Further- 
more, the light is deficient in red and con- 
tains a sufficient amount of blue to keep 
the retina of the eye properly sensitized 
for highest visual efficiency. This bal- 
anced condition of light values greatly 
accounts for the reduced visual fatigue 
witnessed under mercury vapor illumina- 
tion. 

Due to these color components, this 
lamp has very definite advantages in in- 
dustrial plants. The accompanying 
photographs show how the resultant 
(mercury) light accentuates details, 
penetrates to the working points and adds 
to the “seeing power” of the worker. 
Harsh shadows, glare and highlights are 
eliminated. Due to these qualities, pe- 
culiar to this mercury vapor light, work- 
ers can see to perform their tasks with- 
out eye strain. As a result, their pro- 
duction is more uniform in quality and 
loss by spoilage is reduced. 

Where light of daylight quality is de- 
sired, as was the case in the Philco plant, 
mercury vapor and Mazda lamps can be 
separately installed on alternate outlets. 
li a higher intensity is desired, combina- 
tion reflectors can be used which pro- 
vide for three 150 watt Mazdas in addi- 
tion to the mercury lamp. This type of 
reflector is limited to 150 watt Mazdas, 
as the heat given off from larger lamps 
would prevent the mercury lamp from 
cooling down to its re-lighting tempera- 
ture, in the event of current interruptions. 

Color correction, obtained by adding 
some Mazda illumination, is not gen- 
erally necessary in industrial plants, al- 
though it does provide emergency light- 
ing during the period required for cooling 
and re-lighting of the mercury lamps. 

In industrial operations involving 
color applications, such as grading, 
matching and inspection, the real pur- 
pose is often to detect any contrast in 








A Dark, Dark Mascot on the counter helps watch things at the Electric 
Supply Co., Grand Rapids, Mich. “Fritzi” is so dark that he is hardly 


visible, but he was there nevertheless. 


Around the semi-circle are Simon 


DeVos, local sales; Miss Elizabeth Sage, secretary; John L. Popkin, presi- 
dent; Calvin DeBlaey, stock clerk; E. S. Neiswonder, territory salesman; 
George Yeoman, district manager, Sampson United Corp. and Thad Milan, 


counter man. 
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color, texture, etc., between the produc- 
tion and an accepted standard. In many 
of these applications this contrast is just 
as apparent under mercury vapor illumi- 
nation alone, while in other cases only a 
small amount of auxiliary incandescent 
illumination is required. 


Stores and Offices 


Perhaps the newest use of high inten- 
sity mercury lamps is in indirect port- 





Indirect portable for office light- 
ing, equipped with a mercury 
vapor lamp 


ables suitable for supplementary illumi- 
nation in light-starved offices and small 
retail shops where the wiring for lighting 
is already loaded to safe limits. 

In many offices and shops today where 
wiring capacity will not permit the use 
of adequate illumination with safety, a 
mercury lamp indirect portable can be 
plugged in a convenience outlet which is 
usually wired on a separate circuit from 
that supplying the overhead illumination. 
Because of its efficiency, the 400 watt 
high intensity mercury lamp will pro- 
vide the equivalent of 750 watts of addi- 
tional Mazda illumination. 

In a typical office bay with a 12-foot 
ceiling and with decorations of high re- 
flection characteristics, one of these merc- 
ury lamps will add from five to ten foot- 
candles on the desk tops. In an actual 
test, an average illumination of 15 foot- 
candles on desk tops, produced by four 
500 watt incandescent lamps in semi- 
indirect fixtures, showed an increase of 
six foot-candles when a 400 watt mercury 
portable was placed in the center of the 
room, which had a 12-foot ceiling. 

Besides raising lighting levels, the use 
of the mercury lamp also improves color 
quality because its bluish-white light 
compensates for the lack of blues in the 
yellowish-red incandescent light. The 
combined illumination approaches the 
color of daylight and gives a more natural 
working light in those offices where ac- 
countants and clerks must keep their eyes 
glued to ledgers all day long. 

Many of the smaller retail shops can 
use this kind of lighting to advantage. 
Customers can see the true colors of 
wearing apparel and a host of colored 
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. Lumiline 
\LightStri 


A Standardized Lighting Channel ... , 
Made with CurtiStrip 


U.S.A. Patent 
1945832 


1 \ ; ) | Small... Neat ...Economical 
2 


. . - Available from local stocks 


CurtiStrip and X-Ray Reflectors have long been used for many lighting 
jobs. Now lumiline lamps with CurtiStrip and LightStrip unit assemblies 
make "Lumiline LightStrip,''—a lighting channel available from local stocks 
that may be made to any length. Wired on the bench. Easily installed. 
Each section of "Lumiline LightStrip" uses same total length of Curti- 
Strip and usual CurtiStrip fittings. 


Catalog Data 


For 40-watt Lumiline Lamp 
No. 29 UNIT ASSEMBLY, reflector 12 inches long, min- 
imum spacing !2 inches on centers. 


Cena WRN CRIN canis paso hawsotoees Price each $2.20 


Ten sets make a standard package weighing 4% lbs. 


For 30 or 60-watt Lumiline Lamp 
No. 39 UNIT ASSEMBLY, reflector 18 inches long, min- 


imum spacing |8 inches on centers. 
Cade woes LENG os. hv oie wc iiokwics Price each $2.45 


Ten sets make a standard package weighing 5%4 Ibs. 








If you do not have complete catalog data on LightStrip and many 
uses for CurtiStrip, ask your nearest Curtis Resident Engineer 
or write Chicago office, 1123 W. Jackson Boulevard. 





Curtis Lighting 


New York (og Bnew -UCHe) Toronto 
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Peacefully Waiting, until they are due to drive off the first tee 
Hickory Hills golf course near Chicago. 
A. Hakanson, Appleton Electric; Jerry 


Addington, Benjamin Electric; E. 


O’Connor, Englewood Electrical Supply Co. and the hatless fellow 





Ps 


of the 


The four “hopefuls” are: Birch 


is Bill 


Heaps, western manager of ELECTRICAL WHOLESALING. 





materials without taking them to the 
window or sidewalk. 

An indirect portable which utilizes the 
new 400 watt mercury lamp has been de- 
veloped by the Mutual Sunset Lamp Co., 
while a combination portable which also 
contains four Mazda lamps has been an- 
nounced by the Ivanhoe Division of the 
Miller Co. 

Other applications of the high intensity 
mercury lamp, in addition to store, office 
and factory lighting, include photo- 
graphic work, street and bridge lighting, 
also numerous phases of floodlighting, as 
in construction work, and for buildings 
and business places, such as_ filling 
stations. 





Sales Features of 
Wiring Devices 





(Continued from page 17) 


Care should be taken to order 
sockets assembled with “high-heat’” com- 
pound, for if ordinary wax is used the 
sockets will not give satisfactory service. 

What is the object of “removable but- 
tons” on a push-button socket? 

This type of socket is used as part of 
many portable lamps, and usually is in- 
stalled inside a ‘“‘husk,” through which 
the buttons project. Obviously, it would 
be impossible to insert the socket into the 
husk with the buttons in place, so to meet 
this condition removable buttons are sup- 
plied which may be screwed in place 
after the socket has been assembled in 
the fixture. Contractors require this 
item, for repair purposes. 

Is it desirable to have the chain of a 
chain-pull socket easily removable ? 

Yes, particularly for repair purposes. 
When an electrician calls to replace a 
defective socket, he ordinarily carries 
with him the standard brushed-brass fin- 
ished device, yet he may find that the 
socket he must replace is part of a bronze- 
plated fixture. If he can remove the old 
chain and replace it in the new socket, 


less. 
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he leaves a finished job behind him. 
Note that socket interiors made by one 
manufacturer usually will fit into corre- 
sponding shells made by another manu- 
facturer. 

Where can the wholesaler find a market 
for key sockets? 

Contractor demand for this item is 
small, since residential fixtures use push- 
button or chain-pull sockets mostly, but 
key sockets have important applications 
in factories. There is no socket better 
suited for installation over lathes, looms, 
and other machines, and every industrial 
is consequently a prospect. Note that if 
the key-shaft is allowed to bear against 
the metal shell when it is turned, the in- 
sulating composition may be cut until the 


shell makes contact with the metal spin- . 


dle inside the shaft, which is alive when 
the socket is “on.” Asa result, the shell 
will be alive. To eliminate this danger, 
key sockets should have a protective fea- 
ture where the shaft passes through the 
shell so that no cutting can occur. 

When is a cord-grip cap used? 

This cap is desirable as part of any 
pendent or “drop-cord” fixture. While 
a plain pendent cap may be satisfactory 








+ In The Shipping Room of August 
H. Meyer Co., Oshkosh, Wis., 
stand two of the men who see that 
orders get out in jig-time. The 
wearers of the famous Oshkosh 
B’Gosh overalls are R. E. Eilers and 
W. P. Klitzke. 





in some cases, the cord-grip type is es- 
sential if a heavy reflector is to be at- 
tached to the socket, as it places the 
weight directly upon the entire cord and 
removes excessive strain from the rela- 
tively weak terminal connections inside 
the socket. Note that cord-grip caps are 
made for cords having definite limits of 
diameter, and to be effective must be used 
with such cords only. 

If a circuit is fed from a low-voltage, 
or isolated plant, is there any restriction 
on the type of sockets which may be used? 

Yes. The National Electrical Code 
requires all sockets to be rated at 660 
watts. Keyless sockets carry this rating 
normally, but the key, pull-chain and 
push-button sockets usually stocked by 
wholesalers are 250 watt devices. The 
larger manufacturers can supply all these 
with the 660 watt rating, not only for 
isolated plant installations but also for 
other service requiring particularly 
rugged material. 

What kind of sockets must be used in 
dry-cleaning plants, flour mills and simi- 
lar hazardous locations? 

Many factories unknowingly expose 
themselves to the danger of explosions 
by using unsuitable sockets near inflam- 
mable gases, liquids or materials. Such 
sockets must be keyless, and installed 
not less than 74 feet above the floor level 
unless individually switched. In most 
cases, they must be part of an enclosed 
fixture. Sockets used on portables must 
be keyless, and made of rugged moulded 
composition; or, in the less hazardous 
locations, of porcelain sheathed in metal. 
Note that brass shell sockets are abso- 
lutely prohibited in any hazardous lo- 
cation. 





Developing A Prize 
Cleaner Outlet 





(Continued from page 12) 


fourth of the cleaners sold brought forth 
trade-ins. 

2. Most dealers are giving cleaners a 
rest, proved by the fact that out of 
hundreds of demonstrations the Standard 
men ran into direct competition only two 
or three times. 

3. Store traffic and newspaper adver- 
tising were highly successful in getting 
prospects. 

Both Mr. Owens and I felt that the suc- 
cess of the campaign was directly due to 
the fact that everyone cooperated to the 
full in putting the sale of vacuum cleaners 
across. They used the training I gave 
them, consequently knew how to get 
leads; how to give reasonable and con- 
vincing demonstrations ; and how to close 
the sales. 

Incidentally the Standard Tire Co. won 
General Electric’s national cleaner con- 
test for dealers of their bracket as a result 
of their concentrating on ready made 
prospects, and Mr. Owens is driving the 
prize—a new Ford V-8 sedan. 
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The manufacturers whose exhibits appear 





: on the following pages, as well as those 






using space elsewhere in this issue, extend 
their hearty congratulations to the National 
Electrical Wholesalers Association upon the 







occasion of its 27th Annual Convention 
at the Drake Hotel, Chicago 


October 14—18 






@ The depression brought a flood of shoddy nomical buy. The proof of that is in the 
merchandise to satisfy the demand for ever rising sales today of all good products which 
lower prices. Now buyers are realizing two were not cheapened to sell in a price mad 
things—that they get less than their money's market. Business-wise contractors and alert 
worth at the lowest prices—and that quality independent wholesalers everywhere feature 
at the right price is the only sane and eco- C-H Safety Switches for today's demand. 


” —a i Bul. 4104 
Bul. 4115 Safety Switch Bul. 4124 
Safety Switch $ ron yp orl Single Throw Safety Switch Bul. 4131 
Universal Duty Explosion Proof Double Throw Safety Switch 


Safety Switch Pernt oR Safety Switch Explosion Proof Standard Duty 


Safety Switch Safety Switch 


| Bul. 4101 
; Current Breaker 
Mill Duty Safety 
Switch _< 


Bul. 4140 Safety Switd 
General Duty 


@ Examine the switch hooks 
on C-H Safety Switches. 
They're of extra quality, 
clean-cut, rigidly and accu 
rately positioned. Note the 
crown washer and rivet job 
keeping the blade perma 
nently positioned. Details? 
Yes. But why do without @ 
such details? 4 


@ Test the knockouts on 
C-H Safety Switches. Each 
is a clean die-cut job, each 
comes out readily, with- 
out bending the metal,- 
without jagged edges. 
“ just a detail,”’ but worth 
having. 





Ra Rein! 











@ Scrape a penny across a 
C-H Safety Switch, and dis 
cover a surface that doesn't 
scratch or flake. This finish 
can be applied only to 
No.1 grade stee A 
detail,”’ but important 








@ Notice the corners of C-H 


Safety Switch boxes true and 
tight; no warping or binding; no 
wrenching or slamming needed 
to open and shut. Another big 
little detail. 


Bul. 4141 
Safety Switch 
General Duty 
Safety Switch 


Safety Switch 
Double Throw 
Industrial Duty 
Safety Switch 


Bul. 4334 
Range Switch 
Combination 
Main Switch, Range 
and Lighting Circuits 


Meter Service Switch 
Branch Circuit Type 










Bul. 4354 
Fuse Panels 
Combination 

Range Switch and 
Lighting Circuits 


Fuse Panels 


Flush and Surface 
Mounting Types 


What Do You Want? A Complete Line? Sales 
Features? Quality? Acceptance? C-H Has It! 


Completeness and thorough-going quality, 
mark the C-H Safety Switch Line. Every 
desired switch is offered. And every detail 
of every switch is engineered with the intelli- 
gence and engineering skill expected of the 
Motor Control Leader... Safety Switch quality 
is the sum of its perfected details—every 


detail contributes to the total result—the 
most nearly perfect switch is the one with the 
most nearly perfect details. Examine C-H 
Safety Switches in detail, and decide for 
yourself... . CUTLER- HAMMER, Inc., Pioneer 
Manufacturers of Electric Control Apparatus, 
1327 St. Paul Avenue, Milwaukee, Wisconsin. 
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BRYANT 
WIRING DEVICES 


AND THE 


LOVE THOLOK B00 
SEFLECTON SOCKETS 
















STABILITY 


Wiring devices are an essential in- 
stallation item recognized by whole- 
salers as one of the mainstays of the 
supply business. The demand for 
them is constant — day to day and 
all seasons — with an attractive 
profit margin. They are, therefore, 
a staple on which the wholesaler can 
very well stabilize his business and 














income. 
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DEPENDABILITY 


To assure a solid foundation for this business, continued cus- 
tomer good will with minimum service difficulty, it is necessary 
to sell a dependable product. The Bryant Electric Company, 
with its complete line as portrayed on these pages, its forty- 
seven years of quality manufacturing experience and its com- 
mercial reputation, gives the whole- 

saler this desired dependability. 


PROGRESS 


Keeping pace with new applications 
and changing conditions demands 
that suppliers be progressive and 
afford better business opportunities 
to the trade. “AddHere” Surface 
Extension Wiring is just such a de- 
velopment to create new business — 
not displacement business — as it 
opens up the field for adequate and 
inexpensive outletting in already 
wired homes. 


Bssesag 


& 
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Inspired bythe fearless 
Eagle, ‘who flies alone; 
Eagle Electric Co., Ine. 
has met unhealthy com- 
petitive conditions with 
fair prices, backed by 
service and the famous 
Eagle guarantee of qual- 
ity. 






































EAGLE'S MONTH- 
NEW PRODUCTS FOR 1935 . § 
1935 JANUARY 1935 | 1935 FEBRUARY 1935 
CAT. NO. 213 CAT. NO. 363. CAT. NO. 178 CAT. NO. 607 CAT. NO. 812 
° RUBBER | AUTOMATIC AUTOMATIC 
“C" TYPE COPPER CLAD CORD | LOCK-PIN SIGN CIGAR LIGHTER 
GROUND CLAMP IRONELEMENT CONNECTOR | RECEPTACLE Ne tes | ! 
1935 MARCH 1935 | 1935 APRIL 1935 
CAT. NO. 650 | CAT. NO. 672 cy | 
7 O-K FUSE am i” 
| K F 
R . E U ; 
L R a 
| T 7 
N e E ; 
D IT SAYS “OK! *0.K. VANISHES E ; 
UNDERWRITERS APPROVED ae ee i i 
1935 MAY 1935 1935 JUNE 1935 
CAT. NO. 323 CAT. NO. 358 | E = CAT. NO. 525 R | 
mal A Wa E 
oe G P 
" < —-_ , 7s s 
CAT. NO. Mt s E 
329 ao | R 
| I 
R K 
TERMINAL O | 
IRON TERMINALS INSULATORS N T 
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| PRODUCTS have stimulated sales 
..for EAGLE DISTRIBUTORS 








New products give the wholesaler something 
new to talk about—and if these products fill 
a definite need, sales will inevitably result. 
This has been the experience of Eagle dis- 
tributors throughout the country. On a pro- 
gram of “new products every month”, Eagle 
distributors have sold more Eagle products, 
with a greater net profit, than in many years 
past. , 


No manufacturer can stay in business and 
grow without sound distribution. Eagle has 


CAT. NO. 395 





mu<a4 <=mZ 


vel >r ANMS 


RECESSED GROOVES IN BASE 


experienced substantial increases in sales and 
profits because of the consistent promoting 
of its products by enthusiastic wholesalers. 
Eagle has made money only because Eagle 
distributors have made money. 


Back of every Eagle wholesaler stands 
Eagle’s staff of marketing specialists and prod- 
uct engineers. Alive to every merchandising 
trend, Eagle offers up-to-the-minute products 
and 100% cooperation to all wholesalers of 


standing. 


and see our complete lin 





os eur we 
DESK 
LAMPS 


CAT. NO. 392 


CAT. NO. 368 








ARISTOCRATIC 








SEPTEMBER 


CAT. NO. 325 
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Trumbull literature? 


es 





| PANELBOARD 
MANUAL : 



































ETTER SELLING 


“4) SELL FOR SAFETY 


Safe and efficient power and light 
control are paramount necessities in 
Industry today. 


Trumbull Safety Switches, on which 
our engineers have been engaged in 
research and experimental work for 
thirty-five years, are so carefully de- 
signed and adjusted-and so strong 





Companies are established and repu- 
tations made by selling services and 
equipment that give full value for 
every dollar spent. 


The Wholesaler’s salesman who pro- 
motes andi sells quality service, as 
exemplified in Trumbull heavy-duty 


A FEW ITEMS FROM THE 








Industrial Switches 





“qe 


RUMBULL ELECTRIC MFG. CO. 


COMPLETE TRUMBULL LINE 





Type “A” Heavy Duty 
Industrial Switches 


mechanically as to be an insurance 
policy against damage to person and 


property. 


Trumbull Type “A” and “RB” 
heavy-duty Industrial Switches are 
built for use and abuse; and have 
stood the test of time. 


SELL THE BEST 


Industrial Switches, is building his 
business on the solid foundation of 
permanent satisfaction. 


Better selling begins with better 
equipment and a proper knowledge 
of its application. 












Industrial Switches 








Type “RB” Heavy Duty 








strength and lightness. The 35 line comes in }”, }” and 1” 
sizes, in both Threaded and No-Thread. 


Write for further information. 
Sold Through Jobbers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue, Chicago, U. S. A. 


ee 3 ee 


Manufacturers of Appleton Constant Duty and Portable Type Reelites 


APPLETON 


Threaded and No-Thread Malfeable 


STANDARD FOR BETTER WIRING U NILETS 


Ree U.S. Pat. Off. 
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No. 130 ‘“‘Latrobe”’ 
Adjustable Watertight 





NO. 330 LATROBE TOM 





Floor Box 
No. 130 Box with No. 207 THUMB UTILITY FLOOR JUNCTION BOXES 
Bell Nozzle. Cut-away view OUTLET Cut-away view of No. 


illustrates how tapered unit 


Standard, and even special sizes 110 Box showing how 
receptacle fits tapered opening i 


can be so promptly shipped that the 


" ‘ , te i 
in adjustable ring. Design For use in wood —— the wholesaler need not keep a pI nae A “ene 
eliminates many small parts. ome, and ——. ye complete stock. opening in top of 
Cover plate 3%” — overall pet ian. s box body. 

height 3%”. : . 4 = 


Me 8s ROB IA 


A PROFIT-MAKING LINE 
Sold through 


Electrical Wholesalers 
Sone Pale 205 EXCL USIVEL i 4 | oa ” conduit attached to 


403 Insulator Sup- 
Cover of No. 130 pore with No. 466 Pipe 
Adjustable Floor Box. i anger. 





Fullman offers an outstanding line of floor — 
boxes and wiring specialties, with 100% whole- 
i saler distribution and protection. 


Correct in design, compact, sturdy, Fullman 
products are easy to install. No fussing with 
small screws or complicated parts—installation 
takes only a few minutes. 


Sell Fullman for profit and complete satis- 
faction. 








NO. 252-R TWO GANG BOX 


Two gang Adjustable Floor Box 
with No. 208 Receptacle in one 
section. One cover plate with | 
%” Flush Brass Plug and the 
other cover plate with 2” Flush 
Brass Plug. 


’ a : Two No. 5% Solid 

j Insulators attached to 
No. 400 Insulator 
Support with 2”x\” 
No. 20 Machine 
Screws. 


' 
: 
: 
: 
i 








NO. 300 “LATROBE” 
MIDGET FLOOR RECEPTACLE 
AND BOX 


The only non-watertight floor re- 
‘ceptacle and box on the market 
‘approved by the Underwriters la- 
boratories for installation in wood 
floors. 


No. 9420 Split Insu- 
lator attached to No. 
402 Insulator Sup- 
port with 2%”x*,” 
No. 18 Machine Screw. 


' Send for the Complete F 





tas 


| MANUFACTURERS OF QUALITY FLOOR BOXES AND WIRING 
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Lockin . pee’ 
Lug 7 \ of 


Pronged End 


with the patented 


PRONGED FRONT 


—that makes it easy to slip the 
bushing into position without 
removing paper insulation. Lock- 
ing lug holds bushing securely 
after insertion. 


PRODUCTS 


Bushed Armored Cables 
« 


Service Entrance Cables 
ALL TYPES 


* 
Flexible Metallic Conduit 
« 
Non-Metallic Sheathed 
Cable 
© 
Loom 


42 


\ 


NESS \\" 
\ 


i " 





IMPROVED 


BUSHED ARMORED CABLE 


U. S. Patents Nos. 1,742,488 - 1,779,951 - 1,863,169 


Ettco’s radically new development in Bushed Armored Cable 
offers wholesalers unusual opportunities for sales and profits. 
Contractors will enthuse over this new cable when you show them 
the time saving and safety features. The old method of removing 
paper insulation to make room for a bushing is not necessary 
with Ettco. The patented pronged end is simply inserted be- 
tween paper insulation and armor, leaving the paper between 
bushing and wire. This gives double protection where it is most 
needed—saves time—and gives the wholesaler real selling points! 


Sell Ettco—pioneers in the manufacture of quality conduit and 
cables since 1907. 


EASTERN TUBE & TOOL CO., inc. 
BROOKLYN, NEW YORK 
Offices and Warehouses in Principal Cities 


HOLESALERS ONLY 


a 
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HEREVER people work, or play, or live in your community 
there is a market for Diehl Ventilating and Exhaust Fans. Indus- 
trialists/ business men, home owners are thinking, talking, buy- 
ing comfort, and ventilation is an indispensable factor — fre- 
quently alone solving the problem. 
Make the most of this market for modern ventilating equipment. Diehl Venti- 
lating and Exhaust Fans can be sold the yearround. The complete range of styles 
and sizes available makes it possible to meet every condition. 
In offices, stores, restaurants, theatres and other buildings where quiet operation 
is essential the specially designed blades of Diehl Slow Speed Fans move air 
rapidly yetsilently. Installed in attic windows, they provide excellent ventilation 
cf the entire house. For industrial use when the primary objective is moving as 
much air as possible, the High Speed types find innumerable applications. 
Diehl! Wind-O-Vent Fans in wall cabinet and adjustable panel models remove 
cooking odors and smoke from kitchens and are well suited for ventilating small 
rooms, offices, etc. 
Ciehl 20” Air Circulators, in high and low pedestal and ceiling types are extreme- 
ly effective during the winter months in clearing air in meeting rooms, lodge halls, 
etc. Summer uses are too numerous to mention. 
Nation-wide servicing of Diehl apparatus is provided by authorized service sta- 
tions throughout the country. These are completely equipped to help you main- 
tain or repair equipment of our manufacture in your community. 
Write for complete information and Dealer Sales Helps. 


DIEHL MANUFACTURING COMPANY 
Electrical Division of Singer Manufacturing Co. 
ELIZABETHPORT, N. J. 

ATLANTA CHICAGO NEW YORK 
BOSTON DALLAS PHILADELPHIA 


IMCIPAL CITIES) 
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Stocks carried in principal cities enable WHOLESALERS 
a} everywhere to realize the prestige and profit that results 
4 ) from the installation of wire and cable that is built not only 
for the need of the moment, but to insure the user’s confi- 
dence, repeat business, and a more lasting business stability. 


ENNSYLVANIA RAILROAD STATION, PODER 
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BUILDING WIRE SIGNAL CABLES FLEXIBLE CORDS 

POWER CABLES PARKWAY CABLES WEATHERPROOF WIRE 
CONTROL CABLES ARMORED CABLE MAGNET WIRE 

LEAD COVERED CABLES RUBBER SHEATHED CORDS FLEXIBLE STEEL CONDUIT 
VARNISHED CAMBRIC NON-METALLIC SHEATHED CABLE 


SPECIAL CABLES TO MEET ANY SPECIFICATIONS 
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ONE JOBBERS IDEA OF 


GOOD sa PRACTICE 
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This Display of Controlling and Distributing Apparatus in the Store of 
a well-known Jobber, appealed to us as worthy of reproduction here. 


It was built for the Jobber with the aid of the local BULL DOG Sales- 
man-—and as an effective and symmetrical display we think it does credit to 


both Jobber and Salesman. 










Interesting, well-balanced Displays which keep your Trade apprised of 
the latest in Electric Wiring Devices, will prove a most effective merchan- 
dising and sales tool. 


Incidentally this Display shows the completeness and gives a hint of 
the Quality of the Bull Dog Line of Safety Switches, Light and Power 
Panels, Fusenters, Wire Duct, Range Panels, Range Receptacles, Wire Grips 
(Solderless Lugs), etc. 






BULLDOG ELE¢THIC’PrRopucTS Co. 


DETROIT 


Manufactured and Sold in Canada by BULL DOG ELECTRIC PRODUCTS OF CANADA, LTD., Toronto, Ont, Canada 
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REGULAR MODELS 


These cleaners are the latest models—not rebuilts, specials, close-outs 
nor obsolete stock. Every one is a brand new standard Hamilton 
Beach—available at these remarkable money-saving, profit-making 
prices for a limited time only. 


NATIONALLY ADVERTISED 


Hamilton Beach cleaners have been consistently advertised for 16 years 
—hbut this is the only combination cleaner offer advertised in National 
magazines. Strong selling advertisements featuring these unusual 
values will appear in The Saturday Evening Post, Good Housekeeping 
and American Home. 


COMPLETE DEALER HELPS 


We have prepared special dealer helps to tie in with our National adver- 
tising. Attractive folders, counter cards, window displays and news- 
paper mats are furnished dealers free on request. 


YOUR PROFIT IS PROTECTED 


These special combination offers carry a liberal margin of profit for 
Wholesaler and Retailer. They are distributed on our established 
clean-cut policy. All inquiries are referred to Dealefs—we take no 
orders. This policy protects your profits on every sale. 


HAMILTON BEACH CO., Racine, Wis. 


OFFERS 


OFFER NO. 1 
$13.50 

Hand Cleaner 

FREE 

with No. 10 
or 10-L Motor- 
Driven Beat- 
ing Brush 
Cleaner. 

















OFFER NO. 2 
Hand Cleaner 
and 
No. 8 Motor- 
Driven Beat- 
ing Brush 
Cleaner 


$39.95 








M 
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PANTHER 
& DRAGON 
TAPES 


—2 of many makes 










HAZARD INSULATED WIRE WORKS 


THE OKONITE COMPANY 
Factories: Wilkes-Barre, Pa. Passaic, N. J. 
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AWS that grip like a vise—cutters that 
shear through the toughest insulation 
and wire—K ein Pliers are the recognized 
standard of public utilities. In the hands 
of electricians everywhere Kleins, because 
of their super-strength, super-workman- 
ship and super-quality are helping to doa 
better job faster—with greater safety. 
Properly displayed, Klein Pliers sell them- 
selves—men who know good tools are 
satisfied with nothing less. Individually 
mounted, each on an attractive display 
card, wrapped in cellophane, they present 
an appearance that testifies to their high 
quality. An adequate stock of Klein 
Pliers in the more popular styles will mean 
increased sales and bigger profits for you. 
The name Klein has represented the max- 
imum in tool quality—“since 1857.” 





Mathias & Sons 
Established 1857 


13200 BELMONT AVENUE 
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Live Jobbers Are 
Profiting on the 


IDEAL LINE 
Are You? 





OW is the time when increased 
Ideal sales will boost your Fall 
profits. It will pay you to be well 
stocked with the IDEAL PRODUCTS 
listed here and preferred by your trade. 


IDEAL “thread-on’” WIRE CONNECTORS. 
Used by the millions for making all wiring 
joints—building wiring, fixture hanging, rough- 
ing in, electric sign connections, etc. They 
replace solder and tape joints. No tools re- 
quired. Fully approved. Listed by Under- 
writers’ Laboratories. A quantity sales item 
for jobbers, that assures year-around repeat 
orders and profits. 


IDEAL “thread-on” SOLDERLESS LUGS. 
The only one-piece cast-bronze solderless lug 
on the market. Require no special tools, no 
solder, and are’ applied by a simple twist of 
the wrist and a pair of pliers. Fully approved. 
Listed by Underwriters’ Laboratories. A 
wholesalers’ item that means volume sales. 


IDEAL SOLDERING LUGS. Pressed copper, 
full line ranging from 25 to 1050 amps—square 
or round ends. 


EXCEL PORCELAIN CONNECTORS. 
piece—two sizes available. 


IDEAL “Bowlus” OIST BORING MaA- 
CHINE. Saves back breaking effort on boring 
for floor work, quickly adjusted for overhead 
boring. Bores at any angle. 


IDEAL “E-Z’ WIRE STRIPPER & CUT- 
TER. Operates like a pair of pliers. Does 


One 





DON’T OVERLOOK THIS 
REPEAT BUSINESS 


An Unusual 





« 


Ideal Fuse Clip Clamps 









Rt BE 


Sales 
Opportunity 
Jobbers Are 
Getting 
uantity 
usiness 
ideal “Exeel”’ %4” Port- 
able 
cleaner and better wire stripping. Fast! One IDEAL FUSE CLIP CLAMPS. Give proper 


squeeze on the handles clamps the wire, cuts 
insulation, and strips—all at same time. Show 
this tool and increase your profits and sales. 


IDEAL TEST LIGHT & FUSE PULLER. 
The perfect combination tool for testing and 
pulling fuses. Inserts and removes fuses, tests 
for open and closed circuits. Comes with or 
without 18” flexible leads. Liberal profits on 
every sale. Attractive display board available. 


IDEAL FUSE REDUCERS. Save expense and 
delay of special fuses, save changing switch 
or fuse block, etc. 30 sizes. A fast selling 
stock item. 


IDEAL COMMUTATOR DRESSER 


alignment and perfect contact between fuse 


and clip—save current—keep fuses from heat- 
ing and burning. 
IDEAL “EXCEL” PORTABLE ELECTRIC 


DRILL. Exceptionally powerful—quality—low 
price. GOOD PROFIT. Easy to handle and 
designed to work in close corners. Used on 
all intermittent work in industrial plants, fac- 


tories, repair, electric and radio shops, etc. 
There’s more money in this drill! 

Don’t delay, but investigate these Ideal 
Products. Start now for your share of this 
business. Use coupon below. 


co. 


1047 Park Avenue, 
Sycamore, Ill. 


IDEAL COMMUTATOR DRESSER CO., 


1047 Park Avenue, Sycamore, IIl. 


Please send me literature, Distributors Plan and Prices on the Ideal Products checked: 


1 WIRE CONNECTORS 
CONNECTORS 
FUSE PULLER [) FUSE REDUCERS 
DRILL. 

NAME 

COMPANY 

STREET 


CITY 
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No. 
Star and Shade Set. C6 Lamps. 


sold our line in past 
years because of the high quality, profit mar- 
gin and unique patented features. A tidal 
wave of profit awaits you this year, because 
the NEW 1935 NOMA line is completely dif- 
ferent ... with MICKEY MOUSE the super- 
salesman to help! We are telling your trade 
about this great new business opportunity, 
and dealers will be asking you for the details. 
Let us prime you for action IMMEDIATELY, 
so you can get all the volume that will surely 


come your way! 


Eleetrie Corporation 
524 Broadway, New York City 


tt 





114—Combination No. 199—8-Light Series Candolier, 


Have you our complete new 
proposition for wholesalers? 





No. 105—Loop Type Set, 

Beads, Triplug Eight C6 

Mazda Lamps, assorted 

Mickey Mouse designs and 
colors. 





No. 1503—20 inch Holly 
Wreath with 3 Candles and 
C74 Lamps 


Holder (8 Mazda 
Lamps). 





No. 46—2-Light Candela- 
bra Brush Tree, 120-volt 
Lamps. 
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A sales sensation, with genuine Pyrex brand glass, 
exclusive stove controlling time of infusion, $ 4% 
molded handles in black or red, and only 











With Strainex, which strains as it pours, and slips instantly 
into opening cf Silex lower bowl, any Silex can be 60 
made a combination Coffee and Tea Maker. of 








Reaches the volume market. Use directly over any heat. 
Guaranteed Pyrex brand glass. 











The ultimate in grace and beautiful design. Very 
profitable to handle because cf high unit price and 
extremely rapid turnover. 




















Answers the crying need for coffee 
service large enough to handle all 
the people at today’s very fashion- 
able buffet functions. Here is an 
item selling well to the ‘‘cream’’ 
market. Has unusual profit possi- 
bilities. Retails at $19.95. 
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When a new wave of popularity hits a product, that's the item for 
you to bet on. Everybody is eager to make coffee a new and better 
way. Now thatthe public has discovered Silex, a big buying wave is 
in progress. Dealers now report sales for the month in excess of the 
entire previous year. And all this buying is bringing bigger volume, 
bigger profits, to the wholesalers. Stock and push Silex to get your 
share of this business. 


There are still a few territories where Silex can use aggressive 
electrical wholesalers. Our Western Sales Manager, Mr. Alan 
Moore is registered at the Drake Hotel. Why don’t you ask 
for him? 


the original glass coffee maker exclusive features of Silex are 
covered by more than 30 patents. 


. 


The Silex Company, Dept, EW10, 
Hartford, Conn. 


Without cost or obligation, please give me complete information 
about the distributor opportunities Silex offers. 





GALVAhOT 


‘Heavy galvanized coating on pipe and threads gives 
lasting protection. A smooth black enameled in- 
terior, which is not damaged by bending, permits 
pulling of wires, with the greatest of ease. 


NAMELKOTE 


Famous for its easy bending, threading and cutting 
qualities. Enamel will not chip or flake on the most 
severe bends. A favorite conduit with wiremen 


throughout the country. 


LECTRICTUB 


Made of cold rolled open hearth steel strips elec- 
trically welded. Desigried to provide adequate me- 
chanical and electrical protection—no threading— 
bends easily without kinks—easy to handle. 
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Above is shown a Greenlee No. 
770 Rigid Conduit Bender in 
action. By pumping the handle, 
a shoe on the ram is forced 
against the conduit, which is 
held at two points by formed 
support castings. It is simple to 
operate and easy to take to the 
job. No. 770 bends all sizes from 
144 to3-inch. The larger bender, 
No. 775, handles all sizes from 


21% to 44-inch. 


[| 





The Greenlee No. 790 Hydraulic 
Pipe Pusher has a capacity for 3- 
inch and smaller pipe. Easy for 
one man to operate. Will exert 
a maximum pressure of 40,000 
pounds against the pipe clamp. 


HERE is an opportunity to sell Greenlee Tools on any job where con- 








duit is to be bent, knockouts enlarged, holes bored for any purpose, or 
pipe pushed through the ground. The reason is that they do these jobs 
better and with a great saving in time. In many cases some of the tools have 
actually more than paid for themselves on the first job. 


Take the Hydraulic Conduit Benders as an example. They make better 
bends in less time than by any other method, and they make it easy to pull 





Above is a Greenlee No. 770-T Hydraulic 
Bender for thin-wall steel conduit. This 
machine is the solution to the problem of 
how to bend thin-wall conduit quickly and 
without crushing. The design is such that 
a full 90-degree bend can be made with one 
complete forward movement of the ram. 
Will handle 114, 14, and 2-inch sizes. 


To the right are shown the Greenlee Knock- 
out Tools. They enlarge holes in outlet 
boxes, switch cabinets, etc., quickly and ac- 
curately, without reaming or filing. The 
punches come in two sets. No. 735 is for 
4, 34, 1 and 14-inch conduit, while the 
No. 737 set will enlarge holes for 114 and 
2-inch conduit. The No. 740 Cutter will 
enlarge holes for 114, 2, 214 and 3-inch 
conduit. 


in wire and cable. And when it 
comes to enlarging knockouts for 
conduit, there is no better way of 
saving time and making accurate, 
smooth holes than by using Green- 
lee Knockout Punches and Cutters. 


If you are handling Greenlee Tools, 
it will pay you well to bring them to 
the attention of your customers at 
every opportunity. Conditions are 
better, and the demand will increase 
as building gets under way. If 
Greenlee Tools are not included in 
your line, remember that they will 
help increase your volume of sales 
and, what is more important, your 
profits. 





GREENLEE TOOL CoO., Rockford, Illinois 
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AFG. CO. INC. 


The First Makers of Friction Tape 
BROOKSIDE AVE BOSTON, MASS. 
[ase D [tHeOU@enm WHOLESALERS ONLY 
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DEMONSTRATION BOARD | 





REGISTERED TRADE MARK 
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PATENT APPLIED FOR 


The latest development 
in home lighting 


An inexpensive, quick-selling number! 


“HANG-A-LITE” WALL PORTABLES—the most recent 
development in illumination for the home—fill without ques- 
tion a long-felt want, PROVIDING AS THEY DO A MOST 
DESIRABLE ADDITION TO THE ELECTRIC FIXTURES 
ALREADY INSTALLED. 


Many lighting fixtures are incorrectly placed and frequently 
provide inadequate lighting for the family, whereas ‘““HANG- 
A-LITE”’ Wall Portables can—in a moment’s time—be placed 
in aroom where ADDITIONAL LIGHT is desired; they may 
be readily put up, taken down, or moved about. They offer 
the added advantage of being always out of the way, per- 
mitting the unobstructed use of a table, desk, etc. 


‘““HANG-A-LITE” Wall Lamps will be found very desirable 
in Library, Living Room, Dining Room, Music Room, Bed- 
Room, Kitchen, Porch, Sun Parlor, etc. They will always 
make a dark nook or corner bright and cheery. 


A “HANG-A-LITE” Wall Portable will te found indispen- 
sable over a couch or bed. 


‘“‘HANG-A-LITE” Wall Lamps are furnished in 12 attrac- 
tive, ornamental designs. They are made of hand-wrought 
iron, in a variety of artistic finishes. Furnished complete 
with sockets, shades, cords, attachment caps and wall-hangers, 
ready for immediate use. 


Just fasten the small hanger (supplied with each lamp) to the 
wall wherever you need light—and “HANG-A-LITE.”’ 


Write for illustrated folder and prices 


HANG-A-LITE MFG. CO. 


150 VARICK ST. NEW YORK, N. Y. 
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Contest For Oldest Item 
Brings In Prospects 


An interesting variation of the oldest 
vacuum cleaner or washer contest has 
been worked out by a dealer in Cali- 
fornia. Conscious of the fact that a 
county-wide campaign to discover out- 
moded articles of a particular type builds 
up interest in the store as well as a live 
prospect list, this dealer planned to go 
the idea one better. He decided to run 
an “oldest article” contest. 

No limitations as to the nature of the 
article were imposed. Old age was the 
sole requirement. 

The contest produced 385 entries sub- 
mitted by 163 persons. Every one of 
these people had to bring their entry to 
the store and fill out an entry blank 
which called for their name and address 
and a list of the major appliances which 
they owned. Thus each contestant be- 
came familiar with the store and its mer- 
chandise. Furthermore their applica- 
tions gave the sales staff an excellent 
list of prospects for Leonard refrigera- 
tors which the dealer handled or for 
other major appliances. 

A half-dozen prizes were awarded 
including one for a coin from the reign 
of Maximus 2nd, 305-307 A.D., and 
another for a continental currency bill 
dated 1776. The newspapers were glad 
to publicize the contest as it had real 
news value. Advertising helped to pro- 
mote the idea. 

The dealer rates the contest as the 
best promotion scheme that he has ever 
used. His enthusiasm resulted chiefly 
from the large number of people that 
the idea brought into his display rooms. 


Free Laundry Demonstration 
Sells Washers-Ironers 


Wednesday and Friday are demonstra- 
tion days for an Eastern dealer who 
knows how to merchandise washers and 
ironers. One or two women spend the 
entire day in his store washing and iron- 
ing clothes. The dealer features these 
day-long demonstrations in his adver- 
tising and his window, and invites all 
callers at the store to attend. In the 
middle of the afternoon, time is taken 
out for an informal talk on the appli- 
ances and a little refreshment. This af- 
fords an opportunity for demonstrating 
some of the smaller appliances such as 
the sandwich grills, percolators and 
hostess trays. 

This activity makes friends for the 
store and the merchandise, builds an ex- 
tensive prospect list and sells a sub- 
stantial number of appliances. An 
occasional drawing for some. small 
appliance at these gatherings, provides a 
simple method of obtaining the name and 
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Which the 
wholesaler’s 
salesman 
can pass on 


to his dealers 











address of everyone in attendance, as this 
information is required on the slip that 
is placed in the box from which the 
drawing is made. 

The most unique feature of these 
demonstrations, however, is the laundry 
service which is part of the plan. To 
prospects from a demonstration, from a 
salesman’s call or from some _ other 
source, the dealer makes an offer to call 
for their week’s laundry, wash and iron 
it and return it in a couple of days 
without cost. This gives the dealer 
plenty of material for his demonstra- 
tions. It also gives the prospect an op- 
portunity to see what a fine job the 
equipment can do and saves her work 
or money in the bargain. 

But the dealer does not stop there. A 
salesman delivers the finished laundry. 
He carries with him a statement of the 
actual cost of turning out the job to- 
gether with the time required for the 
work. He also is equipped with the cost 
figures on the job if the laundry had 
done the work. These figures are con- 
vincing, especially when they are pre- 
sented as the work lies before the pros- 
pect. The salesman clinches the argu- 
ment by explaining how the savings can 
be used to pay for the equipment. 








In The Office of the Turner Elec- 
tric Supply Co., Detroit, is a group 
of “up-and-comers.” Bert Gatward 
is at the phone. The boss, or more 
properly, manager, W. L. Startsman 
is in the foreground. Miss Ruth 
Hopkins is a secretary. 


Caterer Promotes “Hostess” 
Sales For Dealer 


Hospitality trays, sandwich toasters, 
percolators and other aids to successful 
entertaining appear to be most easily 
sold when their natural eye appeal is 
supplemented by actual performance in 
the home. The problem is to create 
such an opportunity. 

One enterprising dealer in a Pennsyl- 
vania city has found a very workable 
and productive solution. He has made 
a deal with one of the most popular 
caterers in the city to use these items 
conspicuously in all of his work. The 
caterer was given a very special price 
on the appliances and his men are 
trained to show them off to advantage. 
If the hostess or any of her guests be- 
come intensely interested, they are 
subtly told where they may purchase 
them. 

The caterer furnishes a list of his en- 
gagements to the dealer and wherever a 
sale is effected, the caterer receives a 
selling commission. His men also come 
to know the names of many of the 
people at these functions and wherever 
possible they report these back to the 
dealer for follow-up. 

This plan has brought business to 
both the dealer and the caterer. The 
latter cooperates fully for he is en- 
thusiastic about the appearance and the 
performance of the appliances. He be- 
lieves that they help to get him more 
business. 


Superintendents Build Lamp 
Business With Tenants 


Superintendents of large apartment 
houses have been a fertile source of lamp 
business for one progressive dealer in 
an Eastern city. The idea grew out of 
his efforts to get the job of relamping 
the halls and entrances of the larger 
structures. 

In going the rounds on this job, one 
of his men picked up the idea that the 
superintendents could do a miniature 
lamp business of their own with the 
tenants, if they kept a small stock of 
lamps on hand. Lamps are always burn- 
ing out at the wrong moments and 
tenants as a class don’t keep replace- 
ments handy. The — superintendent 
should be a natural source of supply. 

So the dealer made up a representa- 
tive assortment and the salesman pro- 
ceeded to sell the “supers” on the idea. 
It met with quick acceptance. A 30-day 
period of grace for payment and a small 
inventory relieved the superintendents 
of any financial burden. The tenants 
responded to the idea immediately as a 
helpful service. The plan is now pro- 
ducing substantial sales. 
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Best Wishes toN.E.W.A.! 


MAY THIS YEAR'S CONVENTION BE 
THE MOST SUCCESSFUL AND 
ENJOYABLE IN YOUR 
HISTORY 
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Local Associations to Meet 
During NEWA Convention 


The National Council of Electrical 
Wholesaler Associations will hold a 
closed meeting at the Drake Hotel, Chi- 
cago, at 10 A.M., Sunday, October 13. 
This is the day preceding the opening 
of the convention of the National Elec- 
trical Wholesalers Association. 

Immediately following the close of 
the convention on Friday, October 18, 
an open meeting will be held to which 
all local associations, regardless of their 
council affiliations, have been invited 
to participate. 

e 


New Radio Lines Displayed 
At New York Show 


Supplemented by additional exhibits 
at nearby hotels, latest models of re- 
frigerators, ranges, oil burners, radio 
sets and electrical appliances were dis- 
played at the National Electrical and 
Radio Exposition, held in New York’s 
Grand Central Palace from September 
18 to 28. 

Daily broadcasts and non-commercial 
displays in a “Hall of Science” brought 
out a record public attendance and mem- 
bers of the trade were on hand to in- 
spect the manufacturers’ latest offerings. 

Interest centered in the 1936 radio 
models, most of them on exhibition for 
the first time. Except for Philco, there 
was a general swing to the new metal 
tubes. Most manufacturers offered a 
wider selection of models, most of 


which featured foreign reception. Cabi- 
nets were somewhat smaller than last 
year’s designs, prices a little higher. 
There was a noticeable trend toward 
visual tuners and airplane dials. While 
there were a larger number of manu- 
facturers exhibiting battery models and 
auto radios, there were fewer phono- 
graph-radio combinations. 


NEWA Issues Summary 
Of New Security Act 


Last month members of the Na- 
tional Electrical Wholesalers Associa- 
tion received from E. Donald Tolles, 
managing director, a four-page bulle- 
tin discussing the more important pro- 
visions of the Federal Social Security 
Act, especially those pertaining to taxes 
to be levied on employers for old age 
pensions and unemployment insurance. 

A limited number of copies of this 
bulletin are available from NEWA 
headquarters, 165 Broadway, New York 
City. 

e 


Chicago Wholesalers Stage 
Annual Golf Tournament 


On August 28 more than 150 members 
and guests of the Chicago Electrical 
Wholesalers’ Association attended the 
third annual outing at the Glen Oak 
Country Club. 

Golf was the main attraction during 
the day and was followed by a banquet. 
In his opening remarks after dinner, 
President F. R. Eiseman said that he 








+ Time Out For The Cameraman. 


Although there were many counter-at- 


tractions, members of the Central Illinois Electrical Wholesalers Associa- 
tion managed to steal away from a recent outing for a few minutes, while 


this picture was taken. 


Reading from left to right: (Seated) C. E. Vail, 


United Electric Supply Co., St. Louis; F. D. Phillips, Westinghouse Elec- 
tric Supply Co., Peoria; W. R. Kiefer, Kiefer Electric Supply Co., Peoria; 
Karl Boggess, Universal Electric Supply Co., Peoria; Edgar A. Sorrell, 
Westinghouse Electric Supply Co., Peoria; Fred Eiseman, Revere Electric 
Co., Chicago; (Standing) L. P. Kingsley, Anaconda Wire & Cable Co., Chi- 
cago; Riley DeLano, Westinghouse Electric Supply Co., Chicago; C. A. 
McMullen, Crescent Electric Supply Co., Quincy, Ill.; B. D. Toney, More- 
house & Wells, Decatur, Ill.; G. E. Phillips, Ken-Rad Corp., Owensboro. 
Ky.; A. J. McGivern, Chicago Electrical Wholesalers Assn., Chicago; A. H. 
Luebbe, General Electric Supply Co., Chicago. 
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was encouraged by the fact that at the 
first gathering less than 50 put in an ap- 
pearance while this year’s good crowd 
testified that the local wholesalers are 
interested in organizing for the good of 
the industry. 

During the course of the evening 
tribute was paid to Nate G. Harvey, 
former wholesaler, who died that day 
on the west coast. 

Among those who sat at the speakers’ 
table were A. L. Eustice, president, 
Economy Fuse & Mfg. Co., Walter 
Kiefer of Peoria, Bill Coleman, John 
Schmidtbauer and Bill Stacey of 
Chicago. 

A. J. McGivern, managing director of 
the group, handed prizes to those who 
had walked off with honors on the golf 
course. Low gross prize went to Sam 
Rosenthal and second honors to Dick 
Graver. In the blind bogey contest 
Charlie Holden, George Arras, Cecile 
Hurtt and H. Clough captured prizes. 


Radio Manufacturers Propose 
Trade Practice Agreement 


Manufacturers of radio receiving sets, 
are developing, through RMA, a set of 
trade practice rules which will be sub- 
mitted to the Federal Trade Commis- 
sion for approval. Included in the pro- 
posed agreement are many merchandis- 
ing practices and a definition of all- 
wave receivers. 

. 


California Law Prohibits 
Sales Below Cost 


California’s new law banning loss- 
leader selling contains the following 
provisions: 

1. Selling below cost is prohibited. 

2. Cost is defined as invoice or re- 
placement cost, whichever is lower; in 
the case of the distributor or in the case 
of the manufacturer, the costs of the raw 
material plus all overhead expense. 

3. Overhead expense must include all 
of the following: Labor, including 
salaries of executives and officers; rent; 
interest on borrowed capital; deprecia- 
tion; selling cost; maintenance of equip- 
ment; delivery costs; credit losses; all 
types of licenses, taxes, insurance and 
advertising. 

4. Provision is made that cost may be 
proven on the basis of a survey made by 
the trade. This puts the burden of 
proof upon a defendant. 

5. Violation of the act shall be a mis- 
demeanor. 

6. Upon three violations, the Attorney 
General shall institute proceedings to se- 
cure forfeiture of the right to do busi- 
ness with this State. 

7. Any person, law enforcement of- 
ficial or trade association may apply for 
injunctive relief. 

8. Provisions are made for handling 
of “distressed merchandise,” “close- 
outs,” and sales made under orders of 
the Court; also for meeting legal prices 
of a competitor. 
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“Electrical Housewares Week”’ 
December 2 to 7 


The electrical housewares joint com- 
mittee, of the Edison Electric Institute 
and NEMA, has announced an “Elec- 
trical Housewares Week” to be held 
December 2 to 7. Complete promo- 
tional plans and special logotypes will 
be provided and display posters sup- 
plied to central stations, department 
stores and other electrical dealers for 
use in connection with a $600 display 
contest. 

A major objective of the campaign 
will be the installation of a window dis- 
play, an interior display (or both), in- 
corporating the special campaign poster, 
in every store in America in which 
quality electrical housewares are sold 
during the week of December 2. The 
committee is confident that this inten- 
sive cooperative effort will awaken the 
public to the comfort, economy and 
convenience of electrical housewares— 
and remind central stations, department 
stores and dealers of their tremendous 
promotional and profit possibilities and 
potentialities. 

Electrical manufacturers participat- 
ing in “Electrical Housewares Week” 
with Edison Institute are: American 
Electrical Heater Co.; General Electric 
Co.; Hamilton-Beach Mfg. Co.; Knapp- 
Monarch Co.; Landers, Frary & Clark; 
Manning-Bowman & Co.; Proctor & 
Schwartz Electric Co.; Robeson Roches- 
ter Corp.; Swartzbaugh Mfg. Co.; Silex 
Co.; Waters-Genter Co., and Westing- 
house Electric & Mfg. Co. 


Contractors Should Furnish 
Materials for PWA Jobs 


A committee representing 18 trade 
associations closely allied with the 
building materials industry recently 
called on both Harry L. Hopkins, works 
relief administrator, and Admiral C. J. 
Peoples, director of procurement. 

Joint resolutions were presented to 
each official urging that PWA jobs be 
awarded to contractors after competi- 
tive bidding and that all materials and 
supplies be purchased by the contractor 
rather than by the government. 

The men who are responsible for the 
government’s policies were told that 
contractors utilize local sources of sup- 
ply whenever that is expedient, thus in- 
suring prompt delivery and the wider 
distribution of the benefits of the gov- 
ernment’s program, and far greater cir- 
culation of the money than could pos- 
sibly result from purchase by the gov- 
ernment in enormous quantities from a 
few successful bidders on government 
contracts. 

The committee recommended that: 

1. As much as possible of the Public 
Works program be carried out through 
fixed price contracts awarded after 
competitive bidding for the completed 
projects. 

2. Such contracts permit the contrac- 
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+ All Set For A Good Time on the annual outing of the Electrical League 


of the Niagara Frontier. 


This group gathered on the deck of the Juniata 


for a day’s sail on Lake Erie includes representative wholesalers and dealers 
as well as other leaders of the electrical industry in Western New York. 
Although the affair was held some time ago, those who made the trip still 
remember it as one of the highlights of the summer season. 


tors to purchase their materials as and 
where they will in the normal manner, 
and 

3. Mass purchasing of material by 
the Government, with attendant con- 
centration of benefits in a relatively few 
manufacturers and dislocation of the 
distributive system, be avoided. 

Finally, it is recommended that if 
such policies of construction and pro- 
curement are adopted, an appropriate 
public statement be issued; thus estab- 
lishing confidence in the building in- 
dustries so necessary to enable them to 
proceed along normal lines to add to 
rather than curtail their labor in the 
anticipation of governmental activities 
in this important field. 


Representatives in Southeast 
Form Association 


At a meeting of manufacturers’ sales- 
men and agents, contacting the electrical 
wholesaling trade, held in Atlanta on 
September 6, the Southeastern Electri- 
cal Manufacturers’ Representatives Club 
(SEMRC) was organized. Twenty- 
four representatives of some of the most 
prominent national manufacturers were 
in attendance and communications favor- 
ing the movement were received from 
many others unable to attend the meeting. 
It is anticipated that by October 11, the 
date set for the next meeting, the club 
will have an active membership of some 
50 members. 

The purposes of the association will 
be: to promote good fellowship and bet- 
ter social feeling among its members 
and to foster and promote the best in- 
terests of the electrical industry. Officers 
elected were: President, Edgar E. 
Dawes, and Ernest T. Loyd, 103 Walton 
St., Atlanta, secretary-treasurer. 
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Manufacturers to Discuss FHA 
And Business Development 


The annual meeting of the National 
Electrical Manufacturers Association 
opened at the Palmer House, Chicago, 
Sunday, October 6. Among the im- 
portant meetings and reports were 
those of the new business development 
committee and the NEMA-FHA ad- 
visory committee, also the session of 
the various product groups. 


Collections Show Steady Gain 


Reports from members of all di- 
visions of the National Electrical Credit 
Association, for the month of August, 
indicate a steady increase in sales, in- 
ventory, collections and operating 
profit. The great majority report no 
change in commodity prices. About 70 
per cent of the replies came from manu- 
facturers and 30 per cent from whole- 
salers and distributors. All together the 
general indication is that there is a 
steady growth in the durable goods in- 
dustries, also there is some activity in 
machinery and tool replacements. 


Federal Reserve Report 


Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of July: 

















To 

July 1935 with date 

—————-| with 

Federal Reserve} June July year 

District 1935 1934 ago 
See + 5.3} +35.4|) +14.4 

Philadelphia....| —18 —22 + 3 
San Francisco...| — 4.2] +46.4| +30.7 
gp 7 ere —12.7| +12.3) +15.8 
Atlanta.........| —11.7| — 0.5} +19.8 
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Art Hearl Returns to 
Supply Field 


Arthur F. Hearl who, for the past 
five years, has served as secretary of 
the National Electrical Credit Associa- 
tion, has associated himself with 
Lawrence B. Mongione, owner of the 
West Town Radio Co., of Chicago. 

A new company has been organized 
which will extend its operations into the 
electrical supply and air conditioning 
field. Quarters, which have been leased 
at 701 W. Jackson Blvd., will be occupied 
during the early part of October. Officers 


of the new organization are: L. B. 
Mangione, president and _ treasurer; 
A. F. Hearl, vice-president, supply 


dept.; Albert Stein, vice-president, air 
conditioning dept., and M. Mangione, 
secretary. 

Mr. Hearl will select, as the person- 
nel of his department, men experienced 
in the wholesale business and who were 
formerly associated with him in the old 
American Electrical Supply Co. 


Graybar Men Get Awards 
For Long Service 


Walter P. Hoagland, central district 
manager of Graybar Electric Co., with 
headquarters in Chicago, completed his 
35th year of continuous service with the 
company last month. Mr. Hoagland’s 
entire business life has centered in the 
Chicago branch where he started in the 
retail stores dept. in 1900. He is also 





Walter P. Hoagland 


a director of the company and of the 
Graybar Management Corp. 

Francis X. Fitzpatrick, sales manager 
at Boston, also has completed his 25th 
year of service. He, too, has an un- 
broken record with the company at one 
location, dating from his first job at 
the Boston house in 1910. 

James E. Lowrey, sales manager at 
San Antonio, has rounded out his 20th 
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year with Graybar. Two credit man- 
agers, Edward W. Wolfstyn of Phila- 
delphia and James O’Reilly of Los 
Angeles have just received the 25-year 
service award. A 30-year emblem has 
been presented to Frank E, McKeever, 
bookkeeper at Los Angeles and to An- 
thony T. Slack, salesman at Denver. 
Oscar S. Beehler, warehouseman at 
New York, is now sporting a 20 year 


service award. 
@ 


Horton Appoints 12 New 
Washer Distributors 


Appointment of the following dis- 
tributors for washers and ironers has 
been announced by the Horton Mfg. Co., 
Fort Wayne, Ind.: 

Aitken Radio Corp., Detroit; The 
James Bailey Co., Portland, Maine; 
Baldwin-Hall Co., Syracuse, N. Y.; 
E. R. Beers Electric Co., Bloomsburg, 
Pa.; The Cooper-Louisville Co., Louis- 
ville, Ky.; Dyke Supply Corp., Pitts- 
burgh, Pa.; Electrical Distributing, 
Inc., Portland, Ore.; Excelsior Radio 
Co.; Harrisburg, Pa.; F. R. Gooding 
Co., Wilmington, Del.; Roberts Hard- 
ware Co., Utica, N. Y.; Edward K. 
Tryon Co., Philadelphia, Pa.; Federal 
Appliance Co., Newark, N. J. 


Royal Supply Expands 


To facilitate the handling of increased 
business, the Royal Electric Supply Co., 
Providence, R. I., has doubled the space 
occupied by its wholesale department 
at 25 Broad Street. A floor area of 
about 4,800 sq.ft. has been assigned for 
this purpose on the ground level and 
an extensive display of electric light- 
ing fixtures installed. The department 
was formerly scattered on three floors. 


Providence Electric Enlarges 
Shipping Quarters 


The Providence Electric Co., 127 
Broad St., Providence, R. I., has en- 
larged its shipping department by about 
40 per cent. Approximately 500 sq.ft. 
are now available. Improved direct 
lighting with five, 500-watt fixtures has 


been provided. 
~ 


Anthracite Radio Sales Co. 
Named Crosley Agent 


The Anthracite Radio Sales Co., 
Scranton, Pa., has been named distrib- 
utor for Crosley Shelvador electric re- 
frigerators and Crosley radios in the 
Scranton, Wilkes-Barre and Pottsville 
territory. The new activities will be 





under the direction of William Schlan- 
ger, president, and Roy Wintefs, sales 
manager of the company. 


Erstrom Resigns From RWA 
Joins Leo J. Meyberg Staff 


A. H. Meyer, president of the Leo J. 
Meyberg Co., has announced the ap- 
pointment of H. G. Erstrom as sales 
promotion manager in their home office 
in San Francisco, effective September 1. 





H. G. Erstrom 


Mr. Erstrom has long been actively 
associated with the radio industry, start- 
ing out as executive secretary of the 
Federated Radio Trade Association 
when it was organized in 1927. The old 
“Federated” became the National Fed- 
eration of Radio Associations in 1928, 
at which time the independent national 
organization of radio distributors, the 
Radio Wholesalers Association, was 
started and Mr. Erstrom continued as 
executive vice-president of both organ- 
izations until he submitted his resignation 
last month. 

During the past eight years he has 
organized over 55 local and territorial 
associations of radio retailers and di- 
rected all of the national activities for 
the distributors on legislative matters, 
contact with manufacturers through the 
RMA, joint sales promotion campaigns, 
tube policies, surveys on trade condi- 
tions, etc. The Radio Wholesalers As- 
sociation has also been very active in 
refrigeration and all allied products han- 
dled by specialty distributors, making 
many recommendations on sales policies 
to manufacturers and distributors alike. 

During the year 1933 he was also in 
charge of the comfort cooling sales for 
the Carrier Engineering Corp., organ- 
izing a direct sales division in the Chi- 
cago market for air conditioning in- 
stallations. 

When the radio wholesaling code 
went into effect, Mr. Erstrom became 
manager of the national code authority 
and through its activities became 
further acquainted with distributors 
throughout the country and their prob- 
lems on specialty merchandising. 
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Joseph Kurzon Celebrates 
20th Anniversary 


In honor of their 20th anniversary 
in business, Joseph Kurzon, Inc., is cele- 
brating open house on October 21, 22 
and 23 at the headquarters of the or- 
ganization, 110 W. 31st St., New York 
City. Each of the three evenings, be- 
tween the hours of 5 and 10 P.M., they 
will entertain their customers and 
friends. The organization had its be- 
ginnings in a small store as a wholesale 
hardware establishment. Today it oc- 
cupies a four-story building and 97 per 
cent of the business is electrical. 


G. E. Supply Promotes Prange 


The position of manager of supply 
sales of the General Electric Supply 
Co., vacant since the resignation of 
H. B. Tomkins, last year, has been filled 
by the advancement to this post of A. C. 
Prange who has been assistant man- 
ager of this department for several years. 


Other appointments recently an- 
nounced include Glen C. Wasson as 
manager of refrigeration sales at 


Bridgeport headquarters, also D. W. Bil- 
lingsley as manager and T. E. Thomas 
as operating manager of the Jackson 
branch. 

* 


New Wire Connection for Graybar 


In New England 


An agreement has been made between 
the Graybar Electric Co. and the 
American Steel & Wire Co., Worcester, 
Mass., under which the former will dis- 
tribute wire and cable for the latter in 
the New England territory. Proximity 
of the three Graybar branches at Bos- 
ton, Providence and Worcester to the 
wire company’s factory figured impor- 
tantly in the deal. H. G. Rappel will 
be in charge of sales in this line at the 
Boston headquarters of Graybar. 


Personals 


AvBert E. Francis, formerly with 
the sales staff of Edwin C. Lewis, Inc., 
Boston, has joined forces as outside 
salesman with the Granite City Electric 
Supply Co., Quincy, Mass. 

Leon H. Brown, formerly with the 
Suppley-Biddle Co., Philadelphia, has 
signed up with the Sager Electrical 
Supply Co., Boston, to cover the New 
England territory in the interest of elec- 
trical toys distributed by this house. 

Joun J. SmitH has been employed 
by the Voye Electrical Supply Co., Bos- 
ton, as an outside salesman on city 
trade. 

C. C. VARNELL has joined the staff 
of the Interstate Electric Co., Shreve- 
port, La., in the capacity of house sales- 


man. He has spent several years with 
wholesale electrical distributors in the 
Monroe, La., territory. 


J. H. Baker and CoLiin FINNEy are 
newcomers at the Braid Electric Co., 
Nashville, Tenn. Baker will serve as 
city salesman. He was formerly with 
a manufacturer of electrical appliances 
and recently with an industrial electrical 
distributor. Finney, who is new to the 
wholesaling business, will serve in the 
shipping department. 


C. M. Snyper has joined the sales 
force of the Allen Electric Co., Cleve- 
land. He is working with J. L. Wolf 
in the lighting field. 


Georce D. Setties and O. J. Minx 
are now members of the sales staff 
of the Naslund Electric Supply Co., Los 
Angeles. They will work in Los An- 
geles County. 


CLayton P. DuNNING has _ been 
added to the sales force of the General 
Electric Supply Corp., Atlanta. He is 
selling appliances in the Tennessee ter- 
ritory. Howarp D. Peacock has been 
made radio specialist for the Atlanta 
district. J. C. Jones has replaced him 
as appliance salesman in Georgia and 
part of Tennessee. 


Ropert HeErtTzBerG has been ap- 
pointed advertising manager of Whole- 
sale Radio Service Co., New York City. 
He has been identified with publicity 
and sales promotion activities in the ra- 
dio field since the inception of broad- 
casting. 


H. H. CauGHian has been appointed 
manager of the Westinghouse Electric 
Supply Co. branch at Waterloo, Iowa. 


Epcar T. Harris is now covering 
Niagara and a part of Erie County, for 
the Adams-Hubbard Corp., Niagara 
Falls. 


F. C. Guster and B. D. Douctass 
are new members of the staff of the 
Brown Camp MHardware Co., Des 
Moines. Gusler is covering North- 
eastern Iowa in the interests of radio, 
refrigeration and appliances. Douglass 
is an inside man on radio and refrigera- 
tion service. 


H. W. McLaucH tn is now serving 
as city salesman for the McLaughlin 
Electric Supply House, Aberdeen, So. 
Dakota. 


F. H. Kaup and Frank Davinson 
are now working as territorial salesmen 
at the Omaha branch of the Graybar 
Electric Co. W. C. DeBotp has been 
made manager of the merchandise and 
refrigeration department. He has been 
a Kelvinator wholesale territory man in 
Omaha for the past two years. 


Bert Gorpon is now travelling the 
country territory for the L. R. Klose 
Electric Co., Kalamazoo, Mich. Before 
joining the Klose organization Bert 
was with General Electric Supply Corp. 
of that city. 


ErNEsT Brooks recently joined the 
sales force of the Turner Electric Sup- 
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+ Back At The Old Job. In the 
early ’70’s, Dr. Charles H. Hobart, 
now 83 years of age, hired his 
friend, Arthur Stanley, now 81, to 
assist him at his job of packing and 
shipping apparatus for Gray and 
Barton. A few years later, young 
Hobart left the company to study 
for the ministry and Stanley took 
over his job. After 15 years, he 
came to New York and organized 
his own manufacturing company 
under the name of Stanley and Pat- 
terson. Now 62 years later, the 
men meet again in the office of the 
Graybar Electric Co., the modern 
successor to the Gray and Barton 
organization. Dr. Hobart had some 
doubts as to just how well Art 
Stanley had remembered the in- 
struction which he had given him in 
packing apparatus. So they retired 
to the shipping counter and under 
the watchful eye of his former 
boss, Mr. Stanley proved that he 
had learned his lesson well. 





ply Co., Detroit. “Ernie” comes from 
Cincinnati where he was employed by 
the old Post-Glover Electric Co. 

A. C. Tucker has been transferred 
from Graybar’s Spokane house to De- 
troit. Tucker is selling in the city and 
part of the country territory. J. R. 
West and ArcH ARMSTRONG are also 
new at the Detroit house. These men 
handle appliances. 

J. B. Patce is another man who is 
glad that business is better as he is 
now back with the Frank C. Teal Co., 
Detroit. 

CLauDE Krinc and JoHN STONEY 
have recently joined the force of 
the McCaffery Co., South Bend, Ind. 
Kring, a newcomer in the electrical 
business, is in the office as a record 


clerk. Stoney was formerly an elec- 
trician and is working behind the 
counter. 


L. C. Hanks is now covering the 
city on all lines for General Light 
Supply Co., Detroit. Hanks at one 
time was associated with the Splane 
(Columbia) Electric Supply Co. of the 
motor city. 

Witit1aAM Rowe tt, formerly a field 
salesman for the Wetmore Savage Elec- 
trical Supply Co., Boston, in the Cape 
Cod area, has been transferred to the 
Augusta, Maine, branch. 
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Getting Orders Out in a hurry at the Fife Electric Supply Co., Detroit, is 


“duck soup” for these five men. 





At the shipping counter are Louis Rau, 


Murray Duprey, Earl Hall, Maurice Lawlor and Bill Rau. 





Administrator Cooke Announces 
Rural Electrification Plans 


In a radio address, delivered last 
month under the auspices of the Na- 
tional Federation of Farm Bureaus, 
Morris L. Cooke, rural electrification 
administrator, outlined the govern- 
ment’s plan to promote the electrifica- 
tion of rural areas. He stated that: 
Difficulties in financing rural distribu- 
tion lines, house wiring and electrical 
appliances have provided formidable 
barriers to the extension of rural elec- 
trification. 

“We are now planning our way 
around most of these hindrances. 
Farmers will no longer have to pay 
$1,500 to $3,000 in advance for each 
mile of line. Nor will it be necessary 
to make an immediate or considerable 
cash outlay for plumbing and plumbing 
fixtures, and for wiring and electrical 
equipment. By applying the principles 
of mass construction to the erection of 
rural lines—as has usually been possi- 
ble in urban areas—and by applying 
new technical advances, most rural 
lines can be constructed at a cost of 
about $1,000 a mile including all neces- 
sary equipment such as _ transformers 
and meters. The Government will lend 
the entire cost of a sound project, and 
charge interest normally at only three 
per cent. As long as 20 years will be 
allowed ordinarily for repayment of the 
loan. 

“Furthermore, an agency of the 
Federal Government (EHFA) is be- 
ing set up to help the farmer wire his 
home and purchase modern electrical 
appliances and plumbing equipment by 
means of small monthly payments. 

“Although about 95 per cent of the 
electrical industry in the United States 
is privately operated, there will not be 
a corresponding division beforehand of 
our funds. As a matter of fact, there 
will be no arbitrary division whatever. 
Funds will be made available to public 
and private agencies in whatever pro- 
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portions each group submits sound 
projects and submits them promptly. 
Preference will be accorded to the appli- 
cations of public bodies and farm coop- 
eratives. 

“Tt is up to the American farmer to 
take advantage of these liberal terms 
and it is the responsibility of farmer or- 
ganizations to sponsor cooperative elec- 
trical undertakings. 

“We hope to have electricity used for 
every desirable social purpose. Merely 
wiring a house for a few lights is not 
enough. When electricity is available 
on a farm it should be used certainly 
for pumping water, and at least one 
other major piece of equipment in ad- 
dition—say a refrigerator, range, feed 
grinder, or utility motor. Especially, 
we want customers of the new rural 
lines to buy at the start as much equip- 
ment as they can use effectively. This 
is like buying a complete automobile, 
instead of buying a wheel now, a wind- 
shield next week, and a carburetor for 
Christmas. 

“If the Farm Bureaus can be influ- 
ential in getting complete installations 
of wiring, plumbing and electrical ap- 
pliances all at once, it will render a 
great service to the farmers and will 
do much to make rural electrification 
projects successful.” 


Obituary 





Nathan G. Harvey 


Nathan G. Harvey, formerly presi- | 


dent of the Illinois Electric Co., died re- 
cently in Pasadena, Cal. He had been in 
poor health for about a year. 

Born in Gibson City, IIl., in 1870, he 
spent his boyhood in Greenfield, Ia., and 
moved to Chicago in the early 90’s secur- 
ing a position as a guard in the Chicago 
World’s Fair. His active business career 





began about 1895, when he started work 
in the retail department of the Central 
Electric Co. 

A few years later, he cast his lot 
with the Illinois Electric Co., which was 
then in its infancy. For 35 years, which 
represented the remainder of his busi- 
ness career, he was associated with 
L. K. Cushing in this enterprise. He 
became sales manager and finally took 
over the duties of president after the 
death of Frank E. Healy. 

Mr. Harvey continued in this post 
until July, 1927, when the company sold 
both its California and Illinois business 
to the Westinghouse Electric Supply 
Co. At that time Mr. Cushing was 
vice-president of the organization and 
Carl Keith occupied the treasurer’s 
chair. 

In accordance with the agreement of 
sale, Mr. Harvey remained active with 
the organization until 1928 when he re- 
tired and moved to Pasadena. He spent 
most of his time there in later years, 
making occasional short trips to Chi- 
cago and to Berkeley, Cal., to the home 
of a daughter. 

Intensely interested in cooperative ef- 
fort, Mr. Harvey was a leader in many 





Nathan G. Harvey 


associations. He was the first president 
of the Westinghouse Agent-Jobber As- 
sociation. In addition to his work with 
the Electrical Association of Chicago, 
he was an active member of the Electri- 
cal Supply Jobbers Association. 


Clifford W. Foerst 


Following a brief illness, Clifford W. 
Foerst, a salesman for the Graybar 
Electric Co., Cincinnati, Ohio, died on 
September 4. A native of Cincinnati, 
Foerst had been a Graybar employee 
for the past 30 years, having started in 
the shipping room at the age of 15. 

Active in political and business or- 
ganizations, Mr. Foerst was at one time 
a member of the Village Council at Sil- 
verton, Ohio, where he made his home. 
At the time of his death, he was also a 
member of the Regional Planning Com- 
mission, the Cincinnati Electrical Asso- 
ciation and the Ohio Valley Electrical 
Contractors Association. 


ELECTRICAL WHOLESALING — October 1935 


a 
¥ 
i 

: 


; 
: 





wealherreproor 


FLUSH SWITCHES 





Make OUTDOOR 
Lighting Control 
as Convenient 
as Indoor«~ <= 


ANYWHERE that a Flush Switch must WEATHER, 
this new ARROW development brings convenient lighting 
control — as convenient as your conventional indoor control. 
No mechanism is exposed to the elements or to damaging atmos- 
pheric conditions. The cadmium-finished brass plate fits overa 
rubber mat — weather-tight. Operated with a handy lever which 
points to ON and OFF positions. 





The switch fits any standard wall box and is reasonably 


. priced for inclusion in every job. Particularly to be recommended 


for porch lights; for installation in patios or wherever outside 
doors should be lighted in house or garage. Comes in single- 
pole, double-pole, 3-way and 4-way types. 
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For INDUSTRIAL BUILDINGS ALSO: — This weatherproof Flush Switch 
has current-carrying capacity for industrial-lighting uses as in yards, 
shipping platforms, entrances or in rooms subject to corroding 
atmospheric conditions. Write us for complete catalog data-sheet. 


Use THESE NuMBERS WHEN ORDERING: 





Catalog _Arvzeres at Std. Cc Pkg. 
Number Description 125V. | 250V. Pkg. Carton wet. 
7981 Single Pole 10 5 10 2 7 
7982 Double Pole 10 10 2 7 
7983 Three-way 10 5 19 2 7 
_1984 Four-way _ 5 2 5 2 4 


OW & GTRIG DIVISION | — 
THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. 
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Manufacturers’ News 





Steel and Tubes Sets Up 
New Sales District 


Increased business activity in the ter- 
ritory handled by the Philadelphia office 
has prompted Steel and Tubes, Inc., to 
create a new sales district. Headed by 
C. J. Boyd, formerly of the company’s 
Brooklyn sales organization, the new 
district will include the states of North 
and South Carolina, Virginia, Maryland, 
Delaware, Southern New Jersey and 
Southeastern Pennsylvania. 

J. F. Keeler, formerly of the sales 
promotion department in Cleveland, has 
been transferred to the Brooklyn of- 
fice to head the sales promotion in the 
East. I. H. Anderson, formerly of the 
Philadelphia office has been moved to 
Brooklyn. J. S. Anderson, formerly of 
the Detroit office, will now work out of 
the new Philadelphia office. 

J. D. Benfield and Robert Turrell, 
formerly with the electrical division of 
the company, have formed an organiza- 
tion under their own names. With 
headquarters at Detroit, they are now 
representing the company in the Michi- 
gan territory. 


Gaines Made District Manager 
By General Electric Co. 


J. G. Gaines, better known as 
“Johnny” Gaines, has been appointed 
manager of the Southwestern district 
of the specialty appliance department 
of General Electric Co., according to 
an announcement by A. M. Sweeney, 
sales manager of the department. 

Gaines has been connected with the 
department’s central station division at 
Cleveland. His first employment was 
with the Public Service Co. of North- 
ern Illinois. Later he joined the Hurley 
Machine Co. and from there came with 
the refrigeration department of General 
Electric Co. six years ago. He is 
a native of New Orleans. 


Wessner to Head Sales 
At National Union 


F, J. Wessner has been appointed as 
general sales manager of the National 
Union Radio Corp., succeeding H. A. 
Hutchins, who has resigned to enter the 
advertising field. 

Mr. Wessner has been engaged in 
sales promotional work with National 
Union since the formation of the com- 
pany in 1929. As assistant general sales 
manager, for the past five years, he has 
played a prominent part in the develop- 
ment of the National Union service- 
dealer selling program. 

Prior to the time he became associated 
with National Union, he had gained a 
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broad experience in sale direction and 
promotional work in his previous posts 
as eastern sales manager of Ypsilanti 
Furniture Co. and general sales man- 
ager of one of the country’s outstanding 
textile houses. 


Kelvinator Forms New Division 
To Promote Range Sales 


Effective October 1, S. V. Alltmont, 
manager of the liquid cooling depart- 
ment, becomes manager of the newly 
formed electric range division of Kel- 
vinator Corp., it has been announced 
by H. W. Burritt, vice president in 
charge of sales. Prior to joining Kel- 
vinator, Mr. Alltmont was general mer- 
chandise manager of a large utility com- 
pany with properties throughout the 
United States, and has had years of 
range merchandising experience. 


General Foods Announces 
New Type Sunlamp 


Dr. George S. Sperti of the General 
Development Laboratories, a subsidiary 
of General Foods Corp., has developed a 
new sunlamp bulb that produces ultra- 
violet rays with no possibility of sunburn 
from over exposure, according to an 
announcement by the latter company. 

The Sperti lamp may be used in any 
electric lamp socket and does not require 
any additional transformers or fixtures. 
An outer bulb contains a tungsten fila- 
ment for reading purposes, while an 
inner tube of corex glass operates a 
mercury vapor lamp, the corex glass 








+ To Teach The Young Idea. L. E. 
Gilmore will be responsible for 
carrying out an educational program 
recently planned by the General 
Electric Company’s merchandise de- 
partment. The program has been 
designed largely along commercial 
lines and will also include funda- 
mental courses in accounting and 
manufacturing. 


envelope filtering out all injurious rays. 
As the tungsten filament also acts as a 
ballast for the mercury arc, trans- 
formers are not required. 


New Campaign To Promote 
Window Lighting Control 


Under the title of “Low-Cost Win- 
dow Lighting Control Plan,” M. H. 
Rhodes, Inc., manufacturers of the 
Mark-Time switch are now carrying on 
an extensive promotional plan to make 
the merchants conscious of the value of 
lighting their windows. Although the 
plan is now being offered to utilities, 
it provides for wholesaler, contractor 
and dealer participation. 

An elaborate presentation of the 
whole story, two direct mail pieces and 
a novelty for messenger delivery are 
being used in the promotion. 


New Department Manager for 
Standard Fuse Panel 


The Standard Fuse Panel Co., 134 
No. 11th St., Brooklyn, N. Y., an- 
nounce the appointment of M. M. 
Becker and Al Goldstein in charge of 
its panelboard and metal box divisions, 
respectively. J. Dibianca has _ been 
named manager of the production de- 
partment. 


Bryant Launches New 
Wiring System 


After years of intensive research and 
development, the Bryant Electric Co. 
has placed on the market a new and 
radically different material for surface 
extension wiring in  already-wired 
buildings. The new material, trade- 
named “AddHere,” is listed and labelled 
by Underwriters Laboratories, Inc., and 
recognized by the National Electric Code 
for circuit extensions made from an 
existing outlet and confined to the room 
in which they originate. In the opinion 
of experts, it offers a really practical 
and feasible solution to a long-standing 
problem in the electrical industry—the 
problem of adding outlets in already 
wired buildings with an approved mate- 
rial which is inconspicuous, can be in- 
stalled without cutting walls or marring 


woodwork, and can be offered at a price. 


that will induce action by home and 
building owners. 

Most important to the electrical trade 
are the sales policies set up for the dis- 
tribution of the new material which will 
be distributed through electrical whole- 
salers who are Bryant distributors, and 
sold only to licensed electrical con- 
tractors for installation by them. In 
the interests of safe and competent in- 
stallation, it will not be available 
through retail stores of any kind, nor 
can it be purchased and installed by the 
amateur electrician. 
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+ Heads New District Office. 
Wynne Snoots is now keeping a 
watchful eye on Texas and Arkan- 
sas aS manager of the new South- 
western district office of the Ar- 
row-Hart and Hegeman Electric 
Co. from his office at Dallas, Texas. 
He has been traveling this district 
for the company for the past five 
years. 





Leonard Appoints Sowell 
Advertising Manager 


Appointment of Paul D. Sowell as ad- 
vertising and sales promotion manager 
of the Leonard Refrigerator Co. has 
been announced by S. C. Mitchell, di- 
rector of advertising and sales promo- 
tion. Mr. Sowell entered the electric 
refrigeration industry in 1928 as a re- 
tail salesman for the company’s distrib- 
utor at Little Rock, Arkansas. He 
served that company as sales supervisor, 
wholesale salesman and sales manager. 

In February, 1934, he joined the 
Leonard Company, taking up sales pro- 
motion work. Later he was made as- 
sistant to Mr. Mitchell, who was then 
serving as advertising and sales promo- 
tion manager for the company. 


Littelfuse Laboratories 
Takes Larger Quarters 


Due to increased business, particularly 
from their newer products, Littelfuse 
Laboratories have moved to 4238 Lin- 
coln Ave., Chicago, from their old quar- 
ters at 4507 Ravenswood Ave. The 
new space measures about 6,000 square 


feet. 
* 


Kelvinator Names Four 
To Executive Posts 


Important changes in sales depart- 
ment executive personnel have just been 
announced by Kelvinator Corp., Detroit. 
Godfrey Strelinger, who has served 
with Kelvinator for many years in 
varied capacities, has been appointed 
general assistant to the vice-president in 
charge of sales. He comes to his new 
position from the sales managership of 
Leonard Refrigerator Co., to which po- 
sition he was promoted from the man- 


agership of the Kelvinator Detroit 
branch. 

R. I. Petrie, who two years ago re- 
signed as sales manager for Leonard, to 
take over the position of domestic sales 
manager for Kelvinator, returns to the 
post of sales manager for Leonard. 

V. J. McIntyre is appointed to the 
position of domestic sales manager for 
Kelvinator. Mr. McIntyre also has 
spent many years with Kelvinator. 

S. C. Mitchell, formerly advertising 
manager of the Leonard Refrigerator 
Company, will serve as director of ad- 
vertising and sales promotion. Mr. Mit- 
chell succeeds Vance C. Woodcox, who 
recently resigned to take a responsible 
executive position with Montgomery 
Ward & Co. 


Cleveland Inventor Patents 
New Defrosting Device 


A new type of defrosting device for 
electrical refrigerators has been patented 
by Nathan F. Fretter, Cleveland 
Heights, Ohio. It comprises a remov- 
able sheet metal cover which fits over 
the circulating coils that surround the 
ice cube trays. Frost collects on this 
cover, which can be removed by turning 
a handle. The cover is then held under 
a water faucet to remove the frost, dried, 
and put back in place. 

The inventor claims several ad- 
vantages. The frost wall of the defrost- 
ing device also protects the usual ice 
tray handles and prevents the tray from 
freezing to shelves. Defrosting can be 
accomplished in a few minutes without 
affecting the temperatures of the re- 
frigerator. It is sanitary because frost 
is removed in the frozen state. It is not 
melted and allowed to re-circulate as in 
the case when refrigerators are de- 
frosted in the usual way. 


e 
Litz Joins Bryant Staff 


S. J. Litz has joined the sales staff 
of the Bryant Electric Co. He will cover 
upper New York State, Western Massa- 
chusetts and Connecticut. He has been 
contacting the electrical wholesaling 
trade in this section for a number of 
years. 





Bi cin | ass fice 


Hold It There. Bill Doherty of 
Doherty-Haffner Co., Chicago, is 
interested in only two things in this 
picture—hitting the ball and hold- 
ing his pipe at the same time. 





Apex Leases Space In 
Merchandise Mart 


The Apex-Rotarex Corp., electrical 
household utilities manufacturer of 
Cleveland, Ohio, has leased 5,000 
square feet of space on the 14th floor 
of the Merchandise Mart here and will 
establish an extensive display room and 
service department. 

The new space will be occupied im- 
mediately upon the completion of al- 
terations necessary for the addition of 
these units. 


New Agent for Clifton 


The Clifton Mfg. Co., Boston, makers 
of friction tape, announce the appoint- 
ment of Moncrief and Graf, 56 West 
22nd St., as their saies representatives 
in the metropolitan New York territory. 


e 
Appointed Distributor 


Hughes-Bozarth-Anderson Co., Okla- 
homa City, Oklahoma, have been named 
as distributors for the Automatic 


‘Washer Co. in the State of Oklahoma. 








+ With A Record Year behind them, Silex salesmen gathered recently at 


the factory in Hartford, Conn., for a convention. 


Just before a buffet 


luncheon at the home of Frank E. Wolcott, president of the company, they 


lined up for the camera. 
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A Section Devoted to Manufacturers’ Descriptions of Their 





Unit Heater 


Made in three standard types and a 
variety of heat-producing sizes, these 
“Electromode” electric heaters are pro- 
vided with a cast-in electric heating unit. 
This unit consists of a helicoil sheath 
wire type of resistance heater element, 
cast integral with an aluminum fin type of 
grid. Manufacturers claim that these fin 
type grids give the greatest dissipation of 
heat in a given area, making possible 
compact units of high b.t.u. output. Heat 
transformed from electrical energy is 
quickly conducted through the fin area of 
the heating unit and is carried off by 
forced air circulation. Large convection 
surface of the units enables operation at 
low temperature affording entire safety. 
Three standard types: Portable model 
which can be carried from room to room 
and plugged into a wall socket; the built- 
in wall type and the industrial type. 
Electric Air Heater Co., Mishawaka, Ind. 
—Electrical Wholesaling, October, 1935. 


Automatic Toaster 


Full chromium plated, this toaster pre- 
pares two slices of bread at one time 
either light, medium or dark. A timing 
lever controls the degree of brownness. 
Even, enclosed heat makes the toasting 
uniform. When bread is toasted, toast 
rack swings forward gently, silently and 
automatically. Toast is delivered en- 
tirely free from the toaster. When left 
on the toast rack, it remains warm but 
will not burn. Toast rack may be opened 
or closed at any time without inter- 
fering with automatic settings. Made to 











retail at $11.95. Landers, Frary & Clark, 
New Britain, Conn.—Electrical Whole- 
saling, October, 1935. 
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Ironer Demonstration Kit 


Made of dark gray, rubberized cloth, 
with a convenient zipper opener, this com- 
pact kit includes every article that a 
dealer’s salesman needs to give a flatplate 
ironer demonstration. The bag contains 
a shirt, a napkin, a curtain and a doily 
in order to show the versatility of the 
ironer. There are also a number of minor 
accessories. These include: A damp- 
ener bottle with a shaker top; a dust 
cloth for cleaning the flatplate, rubber 
sheets for wrapping the laundry after 
dampening, ironing wax, a sponge, pins 
and a pin cushion. General Electric Co., 





Schenectady, N. Y.—Electrical Whole- 
saling, October, 1935. 


Streamlined Iron 


Controlled by a sensitive thermostat, 
this streamline iron employs a 1,000 watt 
element. It is revolutionary in con- 
struction and design, according to the 


bi a 
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manufacturers. A_ bakelite, finger-tip 
lever, marked for different fabrics, com- 
bines a wide temperature range with a 
new standard of accuracy in the heat con- 
trol. Weighing only four pounds, the 
iron has a new base and heating element 
construction that not only provides fast, 
even heat distribution and heat recovery, 
but concentrates maximum heat in the 
base and maximum coolness in the cover 
and handle. For extra coolness, the one- 
piece bakelite ‘fatigue-proof” handle is 
set off from the cover, insulating it from 
the heat of the base. Cord is permanently 
attached to the iron handle, and is made 
with high quality covering and a durable 
rubber sleeve to prevent burns. Made to 
retail at $8.95. Westinghouse Electric 
& Mfg. Co., Mansfield, Ohio.—Electrical 
Wholesaling, October, 1935. 





Combination Range 


With a large oven and four burners, 
this complete electric range also includes 
a roomy coal-wood section with a large 
firebox. The oven is porcelain enamel 
lined with two burners, the upper serving 
as a broiler. Temperature control pro- 
vided. Excellent insulation insures a cool 
table top at all times. Compartment be- 
low the switches is either a utensil cabinet 
without a burner or a combination utensil 
cabinet and warmer with a burner extra 
on order. Clock may be plugged in to 
make range completely automatic. Regu- 
larly finished in ivory or white or choice 
of several marbleized finishes. Catalogued 
as the “Del Norte,” No. 1450-CE. Stand- 
ard Electric Stove Co., Toledo, Ohio.— 
Electrical Wholesaling, October, 1935. 


Electrified Tray Set 


This “Electro-Tray Set” consists of a 
percolator, toaster, and toast plate with 
cover on an electrified tray. A large 
service tray completes the ensemble. With 
this electrified tray only one cord is 
necessary to the outlet for the preparation 
of the food. A permanently attached dual 
cord on the tray supplies electricity for 
both percolator and toaster. The appli- 
ances are plated in chrome. They are 
trimmed in black and have scratch-proof, 
fibre feet. The percolator is of the 
eight-cup size. Toaster is of the two- 





slice turnover type. Set retails at $16.95. 
Westinghouse Electric & Mfg. Co., Mans- 
field, Ohio. — Electrical Wholesaling, 
October, 1935. 
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Automatic Time Switch 


Suitable for all general-purpose applica- 
tions, these automatic time switches fea- 
ture wide adaptability, simplicity, relia- 

















bility and low-cost installation and main- 
tenance, according to the manufacturers. 
Type T-17 will control almost any electric 
circuit on a schedule related to the time 
of day. Will perform any practical num- 
ber of operations per day and can be set 
to skip one or more days if desired. Type 
T-27 is similar to Type T-17 except that 
it is not equipped with a weather-proof 
case or with an omitting device for selected 
days such as Sundays and holidays. It 
is for indoor service only. In both types, 
the drive is direct from a Telechron motor 
through a compact spur-gear train. 
Switching mechanism is unusually simple 
and operates quick-make and quick-break 
silver contacts. Installation is easy and 
is accomplished without removing the 
mechanism from the case. General Elec- 
tric Co., Schenectady, N. Y.—Electrical 
Wholesaling, October, 1935. 


Railway Service Relays 


These back-contact relays are designed 
for railway service, particularly for emer- 
gency car lighting systems and signal 
systems. In the latter case, where conti- 





nuity of service is absolutely essential, a 
front-and-back contact is employed. The 
coil is connected across the normal a.c. 
supply so that as long as the a.c. voltage 
is available, the front contacts of the relay 
connect the load to the a.c. line. In event 
of failure of the normal a.c. source, the 
back contacts of the relay close, auto- 
matically connecting the load to the 
standby source of power. For emergency 
car lighting, especially on subway trains, 
where the emergency source of power is 
usually a storage battery, a back contact 
relay is used, with its coil connected 
across the regular power source. When 
this source fails, the relay contacts close, 
connecting the emergency lights to the 
standby storage battery. Resumption of 


the regular power source opens the relay 
contacts and disconnects the emergency 
lights. Struthers Dunn Inc., 139 N. Juni- 
per St., Philadelphia, Pa—Electrical 
Wholesaling, October, 1935. 


Candle Flame Lamp 


Designed to match exactly in appear- 
ance and effect the mellow glow of candle 
light, these candle flame lamps are hand 
blown. Available in varying tints, these 
lamps are fashioned to blend with the 
simplest or the most elaborate furnish- 
ings. They provide a soft, luminous at- 
mosphere, wherever “quiet” illumination 
is required. No special fixtures are 
needed, for they are made with both 
standard and candelabra bases. Guaran- 
teed for 1,000 burning hours, these lamps 
operate on 110-120 volts, burning at the 
rate of six to eight watts. North Ameri- 
can Electric Lamp Co., 1151 S. Broad- 





way, St. Louis, Mo.—Electrical Whole- 
saling, October, 1935. 


Screwless Connector 


Radically different from the traditional 
design of electrical cord connectors, this 
screwless connector plug is parted in a 
plane normal to the contact clips. This 
permits a rigid, one-piece construction of 
the lower half of the plug and strengthens 
the housing at points where strength is 
most essential! for durability. Specially 
designed clamps fit over knobs extending 
on both sides of top and bottom halves 
and hold them together securely. This 
provides a simple means of assembling 
and eliminates screws and nuts. A sepa- 
rator guides the incoming wires, centers 
top and bottom housing and prevents con- 
tact clips from turning. Housing is made 
of shock-proof, high heat-resisting ma- 
terial. Rudd Electric Appliance Co., 





Irvington, N. J.—Electrical Wholesaling, 
October, 1935. 
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Underground Cable Mole 


Developed to provide a simple method 
of making joints in underground sec- 
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ondary distribution systems, this “mole” 
or insulated multiple connector is es- 
pecially advantageous for connections be- 
tween rubber-leaded and rubber-covered 
cables to paper-insulated oil impregnated 
cables. With the “mole,” an effective 
stop joint on oil impregnated cables can 
be readily made, and it entirely eliminates 
the necessity for a stub joint. Cables 
are clamped by simple solderless devices 
which in turn are attached to a copper, 
rubber insulated, body. “Moles” stack up 
readily into neat piles, each having extra 
connectors available for extensions and 
service taps. Each connector can accom- 
modate a range of cable sizes. Combina- 
tions for various arrangements of mains 
and feeders can be easily made. Burndy 
Engineering Co., 305 E. 45th St. New 
York City. — Electrical Wholesaling, 
October, 1935. 


Voice Transmitters 


This system of “Vocalphone” voice 
transmitters and amplifiers for homes, of- 
fices, stores, etc., is said to operate clearly 
between stations, while ordinary conver- 





sations are conducted in any part of a 
room. The speaking person is not con- 
fined to fixed transmitter locations. The 
picked up sound may be amplified to be 
heard clearly amid noises, or at consid- 
erable distances from a “Vocalphone” sta- 
tion. Master stations are equipped with 
a radial selector switch for calling outly- 
ing points and for picking up conversa- 
tions or other noises from such stations. 
Outlying stations are available for re- 
ceiving voice instructions and immediate 
answering without the use of ear phones 
or transmitter mouth pieces. System 
operates on a.c. without batteries, and 
employs four standard radio tubes. Door- 
man Mfg. Co., Los Angeles, Cal.—Elec- 
trical Wholesaling, October, 1935. 
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Commercial Electric Iron 


Designed primarily for commercial 
service, this electric flat iron is cordless. 
Manufacturers claim that it provides 





quicker heating, eliminates cord troubles 
and replacements, omits operator inter- 
ference, stores heat like water or air under 
pressure and cuts current costs.. Provides 
larger ironing surface and an adjustable 
handle. Separate irons for a.c. and d.c. 
current operation. Three weights—six, 
eight and ten pounds. Rated at 1500 
watts, 110 volts or 220 volts. May also 
be used for home laundering. Brannon 
Inc., 14307 Third Ave., Detroit, Mich.— 
Electrical Wholesaling, October, 1935. 


Service Entrance Equipment 


With a pull cover type of construction, 
this service entrance equipment features 
a compact interior mechanism which per- 
mits the use of an exceptionally small 
cabinet with ample wiring space. Devices 
have two “Renu-Fuse” units, one for 
main switch and fuses, one for range dis- 
connect and fuses, two terminals for 


water heater 
connections with 
either two, four 
or six lighting 
circuits. Con- 
tacts of the fuse 
units are on the 
outside of the 
fuse well. Dead 
front is remov- 
able without dis- 


turbing circuits or removing pull covers. 
Cabinets have “Ring-Cut” knockouts. 
Made for surface and flush mounting with 
lighting circuits either in top or bottom 
of cabinet. Wadsworth Electric Mfg. 
Co., Covington, Ky.—Electrical Whole- 
saling, October, 1935. 





Capacitor Analyzer 


Designed to quickly determine the qual- 
ity of all paper, electrolytic and mica 
capacitors, this precision capacitor an- 
alyzer detects leaky, shorted, open, off 
capacity and intermittent defects in such 








units. With contents compactly arranged, 
the user has a regular, carry-about unit 
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which actually makes portable, the preci- 
sion Wien Bridge Laboratory method ot 
capacity measurement with accuracy ab- 
solutely independent of line voltage. The 
capacity range, which extends from 
.00002 to 70 microfarads, is read directly 
after visible balance of the bridge circuit 
is obtained by the indication of a ther- 
mionically controlled neon glow tube. 
Solar Mfg. Corp., 599 Broadway, New 
York City.—Electrical Wholesaling, Oc- 
tober, 1935. 


Opaque or Luminous Fixture 


Particularly suitable for low-ceilinged 
interiors, this shallow fixture, “Design 
5500,” is available in the opaque or lumi- 
nous type. In the opaque type, the bowl 
is made wholly of “Lunax” aluminum 
with “Lunax” reflecting surface. It comes 
in three sizes—200, 500 or 300 and 750 to 
1500 watt lamp. In the luminous type, 
the upper member of the bowl is made of 
opal diffusing glass, whereas the rounded 





cup at the bottom is of “Lunax” alumi- 
num. A small amount of softly-diffused, 
direct light filters through the glass ring. 
It will take the 200 and the 500 or 300 
watt lamp. Curtis Lighting, Inc., 1123 
W. Jackson Blvd., Chicago, Ill—Elec- 
trical Wholesaling, October, 1935. 


Window Reflector 


With the dual purpose of lighting trans- 
parent, painted window signs and cor- 





rectly illuminating the window display, 
this unit releases light through perfo- 
rated louvres without appreciably detract- 
ing from its general efficiency. Made of 
solid aluminum alloy, the reflector is 
highly polished and non-tarnishing. The 
unit also includes the patented, adjustable 
and, automatic-focusing features of the 
line of reflectors made by this manufac- 
turer. Will take any size lamp from 60- 
150 watts and holds each size in the cor- 
rect position for maximum lighting effi- 
ciency. Lists at $2. Wilson Lighting 
Inc., 411-413 S. Clinton St., Chicago, Ill. 
—Electrical Wholesaling, October, 1935. 


Electric Tea Kettle 


Made of all cast aluminum, this electric 
tea kettle is of modern design. It will 
boil a quart of water in six minutes. 





Equipped with thermostat control, it will 
cut off the current if the kettle boils 
dry. Handle grip and cover knob are of 
heat-resisting bakelite. A whistle indi- 
cates when the water begins to boil. The 
kettle is finished in polished aluminum 
with chrome plated handle. Rated at 
1320 watts, 110 volts, a.c. Can be used 
as a regular tea kettle on any open gas 
flame, electric range or coal stove with- 
out damage to any of its parts. Brannon 
Inc., 14307 Third Ave., Detroit, Mich.— 
Electrical Wholesaling, October, 1935. 


Enclosed Tumbler Switch 


Designed specifically for modern, high 
intensity lighting, this line of fully en- 
closed, Type C tumbler switches will take 
any Type C lamp load of 1250 watts, made 
up of lamps of any size. This “1531” 
line provides full-floating contacts which 
are self-aligning and automatically adjust 
themselves to correct position and ten- 
sion. Stationary contacts 
are tapered to take the mov- 
ing contacts smoothly with- 
out jar or rebound. Arc 
snuffers on both sides and 
between the moving con- 
tacts quench any arc. Switch 
frame is insulated from the 
mounting ears and yoke. 
Mechanism is completely 
enclosed in a dust-proof bakelite base. 
There are no holding screws to loosen 
under vibration as the switch is held to- 
gether by steel clamps. Arrow-Hart & 
Hegeman Electric Co., 103 Hawthorne St., 
Hartford, Conn.—Electrical Wholesaling, 
October, 1935. 





“Head Light” Cleaner 


Equipped with a 15 watt bulb for il- 
luminating dark corners and closets, this 
vacuum cleaner has a high- 
speed rotary brush with an 
improved type brush guard. 
Both motor and brush have 
an all ball-bearing move- 
ment. Nozzle is adjustable. 
A four-wheel carriage pro- 
vides ease of operation. 
Double rear swivel-wheels 
prevent tipping and make it 
easier and quicker to clean 
under chairs and other fur- 
niture as well as in the open 
spaces. Front wheels are 
placed at the rear of nozzle, 
allowing rotary brush to 
extend full length of noz- 
zle, thereby giving more 
cleaning area. New type, 
dust-proof bag is easy to 
empty. Retails at $39.95. 
Landers, Frary & Clark, New Britain, 
— Wholesaling, October, 
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GENERAL ELECTRIC PRESENTS 













@ THE “ELECTRIC CANDLE” LAMP isa radi- 
cally new product. Clear bulbs fitted into ivory- 
colored cardboard candles . ..the nearest approach 
to old-fashioned Christmas tree candles yet pro- 
duced. Retail list, 5 cents each. 


Bic NEWS for holiday business! General 
Electric presents three brand new Mazpa 
lamps for Christmas trees! “‘Electric candles’, 
“Luminous Candles”, and “* Multiple Christ- 


mas tree lamps.” @ “LUMINOUS CANDLES” are 


candle-shaped bulbs. ..red, orange, 
green, blue, and white. Their bril- 
liant luminosity adds a festive tone 
to any Christmas tree. Come for 
multiple and series circuits. Price, 
10 cents each, retail list. 


To help you and your agents make more sales 
and more profit, General Electric is telling the 
public all about these three new lamps in two 
full-page advertisements and one quarter-page 
advertisement—all in four colors. The quarter- 
page advertisement appears in the December 
8th issue of the AMERICAN WEEKLY, pub- 
lished as the Sunday magazine supplement 
with 17 leading newspapers reaching more 
than 5,900,000 readers in some of the nation’s 
leading cities. The first full-page advertise- 
ment is scheduled for the December 14th issue of the SATURDAY EVENING POST, 
on the stands December 10th, reaching more than 2,700,000 readers. The second 
full-page advertisement appears in the December 21st issue of LIBERTY, on the 
stands December 11th, reaching 2,212,000 people. 


tote Oa oe . 


If you haven’t already stocked your dealers, be sure to do so soon. Tell them to 
display these new lamps in their windows, right up in the front of their stores, 
and on the counters beside their cash registers. They'll move fast and make good 
profit both for you and your agents. General Electric Company, Nela Park, 
Cleveland, Ohio. 


FOR YOUR DEALERS ... THIS 
4-COLOR WINDOW STREA MER 
. will stop passersby and 
give them a quick story on the 
new Christmas tree lamps. It 
should help sell more Christ- 
mas tree lamps than ever. 





IAS REPLACING BURNED OUT BARGAIN BuLES 


@ “MULTIPLE CHRISTMAS TREE LAMPS” are 


GE NE RAL ELE CTRI C made in the familiar cone shape bulb, but as the name 
implies they are specially designed for multiple 

wiring...if one lamp burns out the rest keep on burn- 

ing. Retail list, 10 cents each. The regular standard 


MAZ DA LAM BS et: C-6, are also available. Retail 
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THERE IS A WIREMOLD ZONE OF USEFULNESS AND 
PROFIT IN EVERY FIELD OF WIRING PRACTICE/ 


ly. SSSI SESSA ROBE ESSE 
i Y's 
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WIRING OPPORTUNITIES 
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See how Midget Size Wiremold 


Encourages HOME 
EXTENSION jobs! 








. STARTING 
FROM 
WALL 






- OUTLET 











Bur does NOT encourage 
HOME MADE WIRING 


Wiremold makes it easy for 
the contractor to SELL and 


PLEASE the home-owner, 
or the rental agent— 


But does NOT make it easy 
for each prospective customer 
to make his own electrical 
installation. 





Wiremold helps the contractor! 





THE WIREMOLD COMPANY, Hartford, Conn. 














Limit Distribution To 
“Verified”? Wholesalers 


To THE EpITor: 

Your recent editorial, “Too Much 
Distribution,” discusses exactly what 
we, as well as all other local associa- 
tions, have been fighting tooth and nail 
for some time past—and only by all 
wholesalers joining the local associations 
will it ever be eliminated. 

The condition with which we are 
faced was not brought about by any 
single part of the industry, but was 
caused by the depression which made 
it necessary for salesmen, whether fac- 
tory agents or wholesalers’, to find new 
accounts to replace those lost during the 
slump. This fine group of men—the 
electrical salesmen—had to live; their 
drawing accounts were eliminated—nat- 
urally they went out and took business 
wherever they could find it. Thus we 
now face a condition which has been 
brought about during the past six years, 
and through no one’s particular fault. 

Our real job now is to find a way 
to eliminate diluted distribution and to 
return to the electrical wholesaler that 
business which is rightfully his. After 
a good many months of work along cor- 
rective lines, I find that all the evils 
of our industry can be corrected, with 
wholesalers’ lists such as that issued by 
your publication adhered to by the man- 
ufacturer. It would be an impossible 
task, however, to get all the manufac- 
turers to cooperate—but when the time 
comes that the manufacturers of the 
three major commodities: wire, cable 
and conduit, realize that the wholesaler 
is striving for exactly the same goal 
as the manufacturer; namely: a satis- 
factory volume at a real profit, then I 
believe we will accomplish our aim. 

It would be a simple matter indeed 
for these three branches of the industry 
to confine their sales, as a start, to those 








2. | é 

+ Stage Radio Show. Members of 
the Electra Supply Co., Pough- 
keepsie, N. Y., take a few minutes 
off from their job of introducing the 
new General Electric radios. Stand- 
ing at the extreme right is Ben 
Lang, who served as stage manager. 
Assisting him were S. Fleck, B. C. 
Manning and E. D. Manning. 
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+ A One-Man Organization, back 
in 1926, when he started out in 
business, H. L. “Jack” Jackson now 
employs a personnel of 14 men. He 
is president and manager of the 
Economy Electric Supply Co., At- 
lanta. The car is his “right hand 
man.” 





wholesalers shown on your verified list. 
The non-wholesaler who now enjoys 
wholesaler prices, could not possibly 
continue in the wholesaling business if 
he were unable to buy these three major 
commodities and would either have to 
fold up or go back into the business in 
which he was originally engaged, and it 
would not be long before all manufac- 
turers in the electrical industry would 
see the advisability of playing with the 
wholesalers on your list. 

After the list was firmly established 
at a point where it was of real value to 
the wholesaler to be included in it, con- 
structive policies could be adopted with 
some assurance that they would be car- 
ried through, as no wholesaler included 
in the list would jeopardize his position 
on it. 

A policy such as the above would 
work a hardship on none, except the 
firms trying to’ “chisel” into the whole- 
sale business, and the manufacturers 
trying to work both ends to the middle. 
As I understand it, any firm which 
proves conclusively that they are bona 
fide wholesalers would be included on 
your list, regardless of whether or not 
they have any association affiliations. 
(Association affiliations are not re- 
quired for the listing of firms in the 
“Verified Directory of Electrical 
Wholesalers” —Editor.) 

There are enough wholesalers in the 
country to give every manufacturer his 
fair share of the business, but the great 
trouble has been that some manufac- 
turers have not been willing to accept 
their share. 

For your information, in the metro- 
politan New York area, for every real 
wholesaler there are three non-whole- 
salers who are enjoying wholesalers’ 
prices and who are diluting the whole- 
salers’ business by continually picking 
on them from a competitive angle—and 
this is what has been forcing competi- 
tive conditions to the present point. 

G. V. WEIR, managing director, 
Eastern Electrical Wholesalers 
Association 
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“U.S.” extends its heartiest 


greetings to members 


of the N.E.W.A.! 


and expresses 







the sincerest 
appreciation for your 


patronage and support 


Here are the very best wishes of 


“U.S.” for N.E.W.A. 





a (7 aad yy 
<< S. GlieT ttl ah DS 


U.S. 
HOLDTITE 
FRICTION TAPE 





We are happy that “U.S.” splicing 
compounds, friction tapes, and insu- 
lated wires and cables have long found 


MOANA ALLIGAION SO 


favor with you—and you can be cer- 





csmarenniee tain that the outstanding qualities of 





these products will always merit your 
good will. 


Your customers know and prefer 
“U.S.” quality — and you can rely on 


SECURITY 
FRICTION 


“U.S.” always to support you in your 
business efforts with the finest rubber 
products it is possible to manufacture. 


TAPE 





Depend upon “U.S.” to serve you 











well, whenever your needs call for 
tape, wire or cable. 


United States Rubber Products, Inc. 
New York City 


1790 Broadway 


RUBBER TAP 


RELIO. Sate iphcor ore avured f the rub. 
be malar ty 


Tape. 


United « States Rubber « Compa 











a United States Rubber Compan 
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QUALITY and POLICY ought to mean something 
Wholesalers and their Dealers 


Should Feature “POLLY” BRAND 


CHRISTMAS TREE 
LIGHTING SETS 


Because of— 
Better prices; newer numbers; 
Larger variety and attractive packaging; 
100% American made; 100% Mazda; 
No Japanese or imported merchandise used or sold; 
All sets listed as standard by the Underwriters’ Labora- 
tories; 
Genuine wholesalers’ policy; 
The way we do business deserves practical consideration 
from all wholesalers. 
ORDER NOW—PREPARE YOUR DEALER FOR 
HIS CHRISTMAS TRADE. 


LEO POLLOCK CORPORATION 


Manufacturers 


644 BROADWAY ~ - NEW YORK CITY 














































Me 13-25 LIGHT OUTDOOR SIT 
* (Waatherene!) 
















































Actual Size 
5/8" Thick, 







Levolier 
sanses The Levolier Thin model Switch No. 41 
is an achievement in small switches. 
No. 41 @ The above actual size picture shows it 
ll is not over % of an inch in thickness. 
6 Amp. In spite of its smallness, it retains all 
of the practical characteristics of the 
famous Levolier line. It is the smallest 6 amp. 
switch made. 
At the left are shown six logical uses for this practical 
Levolier, which may be secured in three different stem 


lengths. You’ll make no mistake in ordering these Levolier 
Thin Model Switches. 


=| MCGILL 
=. | MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHE 


VALPARAISO - INDIANA 
Box No. 636 
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Trade Bulletins 





Appliances — Catalog 285-000. De- 
scriptive and technical data on entire 
line of appliances. Profusely illustrated. 
30 pgs.—Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio. 

Appliances—Catalog 17-574. Forty 
pgs., profusely illustrated, with technical 
and descriptive data on complete line of 
“Hotpoint” appliances—General Elec- 
tric Co., Bridegport, Conn. 

Blowers—Catalog X573. Eight pgs., 
illustrated, containing specifications and 
prices for furnace blowers, air washers, 
filter housings, furnace fans and con- 
trols—Emerson Electric Mfg. Co., St. 
Louis, Mo. 


Cable—16 pg. booklet entitled “Taking 
Boulder Dam To Market.” The story of 
the job of transmitting the power from 
the dam to the consumer and the part 
that cable plays in this undertaking. II- 
lustrated—General Cable Corp., 420 
Lexington Ave., New York City. 

Coffee Brewer—lIllustrated broadside 
giving complete data and prices on a 
line of coffee brewers for home and 
commercial use.—Inland Glass Works, 
Inc., 841 N. Wabash Ave., Chicago, IIl. 


Lamps—Catalog 703W. Illustrated 
data book for lamp purchasers. Answers 
important questions commonly asked 
about lamp quality, efficiency, burning 
life, etc—Wabash Appliance Corp., 331- 
335 Carroll St., Brooklyn, N. Y. 

Lighting — A detailed discussion of 
home lighting entitled “Light in the 
Home.” Discusses the proper lighting 
for each room in the house. Includes 
other material of interest such as “Cele- 
brating the Holidays With Light” and 
the “Art of Making Lamp Shades At 
Home.” Lavishly illustrated. 64 pgs.— 
Westinghouse Lamp Co., East Pitts- 
burgh, Pa. 

Maintenance Equipment—Catalog and 
reference book H535. Illustrations, de- 
scriptions and technical data on entire 
line of maintenance equipment and elec- 








In The Motor City are pictured 
three people who are very much in- 
terested in seeing that the auto 
plants buy new electrical equip- 
ment. Incidentally they like to 
have the Frank C. Teal Co. land 
some of the orders. T. E. Lowe, 
secretary, right, and Miss Lenox, 
treasurer, have been operating the 
company since the death of Mr. 
Teal. V. E. Jones is one of the 
crack salesmen. 


Sv nhahidel ili nd Reicha ea 








+ On To Atlanta. William A. 
3riggs has taken over his duties as 
manager of the Southern sales dis- 
trict of the Boston Woven Hose 
and Rubber Co. with headquarters 
at Atlanta. His 30 years’ experience 
in the company has taken him to all 
parts of the country. Recently, his 
activities have been confined to San 
Francisco. 





trical specialties. Includes general data 
on commutator and ring maintenance, 
electrical tables and data. 64 pgs.—Ideal 
Commutator Dresser Co., Sycamore, III. 


Ranges—Booklet, 10 pgs., containing 
the story of the electric range market 
from its beginnings to the present. A 
brief for the prospective electric range 
merchandiser.—Standard Electric Stove 
Co., Toledo, Ohio. 


Ranges—Catalog 35A. 32 pgs., show- 
ing a line of domestic and commercial 
ranges together with hotplates, griddles, 
water heaters and cookers. — Standard 
Electric Stove Co., Toledo, Ohio. 

Resistors—Volume control guide and 
resistor catalog of 100 pgs. Lists alpha- 
betically, all radio receivers, model num- 
bers, maker’s names, catalog numbers of 
proper replacement controls, resistance 
values and list prices.—Electrad Inc., 175 
Varick St., New York City. 

Rheostats—Catalog 14. A 12 pg., il- 
lustrated booklet, giving all necessary 
data on a line of rheostats and resistance 
units for the industrial, radio and elec- 
tronic fields—Ohmite Mfg. Co., 636 
N. Albany Ave., Chicago, IIl. 

Tape — Price sheet covering “Plym- 
son” friction tape and “Plymite” rubber 
tape.-—Plymouth Rubber Co., Canton, 
Mass. 

Time Switches—Catalog GEA-1427D. 
Eight pgs., devoted to description of time 
switches, types T-17 and T-27.  Illus- 
trated—General Electric Co., Schenec- 
tady, N. Y. 

Wall Lamps—Illustrated folder featur- 
ing descriptions and prices on a line of 
“Hang-A-Lite” wall lamps.—Stanley & 
Patterson, 150 Varick St., New York 
City. 

Wiring Devices — Descriptive sheet 
giving complete details of an automatic 
display merchandising table for wiring 
devices. Illustrated. — J. D. Warren 
Mfg. Co., 1942 Ivy St., Montpelier, Ohio. 

Wiring—Installation manual, envelope 
insert and broadside giving descriptive 
and technical data on the “AddHere” 
line of surface wiring. Illustrated. Bry- 
ant Electric Co., Bridgeport, Conn. 





He}, Teme aid: 


LOW CURRENT CONSUMPTION 


SHOCK RESISTANCE 
NO LAG 






calurces 


that keep 


NEON GLOW LAMPS 


IN STEADY DEMAND 


Here’s a full line of dependable, low-wattage lamps that moves 
fast... and with a minimum of selling effort. That’s easy to 
understand, when you consider the many exclusive advantages 
of NEON GLOW LAMPS. 

They have a normal life of 3,000 hours, and if burned con- 
tinuously, the largest size costs about 2 cents per month for 
current, Having no filament, they are highly resistant to vibra- 
tion and shock. Naturally, industry everywhere is using this lamp 
for pilot and indicator lights, and test lamps; and stores, theatres 
and other commercial buildings use them almost exclusively for 
exit lamps. They are available in five sizes ranging from 14 watt 
to 3 watts, and are furnished with bases to fit standard sockets. 
If you do not stock this line, let us send you full data on its 
profit opportunities. Write today . . . General Electric Vapor 


Lamp Company, 891 Adams Street, Hoboken, New Jersey. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


655 Copr. 1934, General Electric Vapor Lamp Co. 
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graph of 
the Esico 
Industrial 
Soldering 
Iron is in- 
dicative of the growing demand 
for quality electric soldering 
irons. 





The tremendous demand for the Esico 
iron in conjunction with a persistent 
and continuous advertising campaign, 
plus proper merchandising—makes 
for a real selling soldering iron. 
Guaranteed profits—customer satisfaction 
—growing demand—These are the items 
to watch when selecting the line you will 
push this Fall. Esico fills these requirements 
—investigate their claims. 


Information gladly furnished upon request. 


ELECTRIC SOLDERING IRON CO., INC. 
342 West 14th St., New York City — 


























STRONG —tougher than steel, re-usable, 

withstands abuse 
CORROSSION FREE =‘esists salt air, 
_~ fumes, will not season crack 











74 








New Publications 


CHECK SHEET—INTRODUCTION OF NEW 
CONSUMER Propucts. By O. C. Hol- 
leran, Market Research & Service Di- 
vision, Bureau of Foreign & Domestic 
Commerce. 51 pp., 2 charts. Published 
by U. S. Dept. of Commerce, Washing- 
ton, D. C. Price 5 cents. A companion 
study to the recently published check 
sheet for industrial products. Discusses 
in detail important production and 
marketing factors which should be con- 
sidered by the manufacturer in formu- 
lating his manufacturing and selling 
policies. Of value to wholesalers who 
desire to check the policies of manufac- 
turers offering them the distribution of 
new consumer items. 

* 


SELECTING A PLAN For CoMPENSATING 
SALESMEN. 28 pp. Policyholders Serv- 
ice Bureau, Metropolitan Life Insurance 
Co., One Madison Ave., New York City. 
Available gratis, on request. Discusses 
the aims and requirements of compensa- 
tion plans, types of plans, relative 
merits of salary and commission, present 
trends among types of plans, the effects 
of various plans upon salesmen and the 
relation of the accounting system to the 
choice of a plan. States that “whole- 
salers tend to prefer the commission 
basis, and to base the commission on 
either gross or net profits.” 
* 


ACCOUNTING SERVICE For THE INDE- 
PENDENT WHOLESALER. By H. J. 
Stead. 53 pp. Shuron Optical Co., 
Geneva, N. Y. Although written es- 








+ A “Reel” Fish Story. Phillip S. 
Simpson, manager of the sales-serv- 
ice department at the Graybar Elec- 
tric Co., Detroit, claims that he 
knows the best spot in Michigan for 
fishing. Whether the wind is right 
or wrong, he never fails to catch 
his limit of blue gills in three 
hours. Rumor has it that he has to 
keep the lid on his bait can or 
hungry fish would sink the boat. 








Simple and Effective 


“ILSCO” 
SOLDERLESS LUG” 


ee 





@ The ILSCO Solderless Lug not only provides 
an effective mechanical and electrical connection 
but iS - simple in construction that anyone cap 
apply it. 


Serrations assist in stripping wires—stranded 
wires are forced into a solid mesh. 100% sa)- 
vage value—each lug takes care of various size 
wire—low cost. 





Ilsco solder lugs show the size of the largest 
wire they will take. 





Wholesalers should write for complete data and samples 
of alt Ilsco Products. 


ILSCO COPPER TUBE & PRODUCTS, Inc. 
5629 Madison Road Cincinnati, Ohio 


SRAM 








VENTILATING FANS 


If you are not handling Signal Vent 
Fans, investigate this popular line 


at once. The reason? Guaranteed 
quality at prices that return you a 
Satisfactory profit. Here’s a com- 
plete line that’s easy to sell and 
stays sold. Bucket Blade and Flat 
Blade Fans, Automatic Shutters, 
Switches and kitchen fans adjust- 
able or built-in types. Write now 
for literature, prices, and discounts. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan, U. S. A. 


OFFICES IN PRINCIPAL CITIES 
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The 


él 





50 Ampere 


SYNCHRONOUS 
TIME SWITCH 





A thoroughly reliable, high 
quality time switch that you 
can. offer your customers with 
full assurance that you are 
offering the greatest value in 


the field. 


The result of over 26 years of 
exclusive time switch manu- 
facture, this product embodies 
the latest in design and con- 
struction—truly a quality time 
switch at a remarkably low 
price. 


You will find a ready market 
for this dependable item 
among progressive contractors. 
Ideally suited for the auto- 
matic control of signs, show 
window lights, oil burners, 
stokers and air conditioning 
equipment. 


Fully guaranteed against de- 
fective workmanship and ma- 
terial and approved by Under- 
writers’ Laboratories. 


Monthly advertisements to 
your trade insure a demand 
for this product. 





This product is but one item in a 
complete line of time switches 
which includes the RELIANCE 
8-Day, RACINE 8Day and ACE 
Electric-wound. We make a time 
switch for every ordinary require- 
ment and urge you to investigate 
the possibilities offered. 


Write for complete literature 
RELIANCE AUTOMATIC 


LIGHTING CO. 
1911 Mead St., Racine, Wis. 











pecially for the optical wholesaler, this 
book discusses the elements of a sound 
accounting system, its operation and the 
interpretation of accounting figures to 
determine where costs may be reduced 
and losses eliminated. 


AIR ConDITIONING, 1935. 24 pp., illus- 
trated. Edison Electric Institute, 420 
Lexington Ave., New York City. 50 
cents to members, $1.25 to non-members. 
Factual data on selected installations, 
supplemented by operating data, also 
comments of leading manufacturers on 
cooperation with utility companies in 
the general promotion of air condi- 
tioning. 
. 

I Am A SALesMAN. By Jack Klein. 
271 pp. $2.50. Harper and Bros., 49 
East 33rd St., New York City. Pave- 
ment-tested ideas, plans and methods 
taken from depression experiences of a 
sales manager who himself goes out 
into the field and sells. Stories of typical 
salesmen and typical experiences told in 
snappy, concise paragraphs, including 
selling tactics, overcoming prospect’s re- 
sistance and salesmen’s alibis. Written 
especially for the specialty man whose 
work is largely canvassing. It contains 
many suggestions pertinent to the whole- 
saler’s salesman. 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 


Lines Wanted 


Establishing New Agency in Chicago. 
Thirty-two years’ experience: lamps, 
lighting, supplies, power. Have entree 
to three chain wholesalers. Could in- 
troduce manufacturer’s product on salary 
or commission. Know wholesalers in 
most territories, also railroads, indus- 
trials, dealers and contractors. Highest 
references; character, ability, financial. 
Appress Box 102, Etecrricat WHOLESAL- 
ING, 330 W. 42nd St., New- York City. 


Manufacturer’s Agent: Twelve years 
in metropolitan New York territory. 
Large following among wholesalers, 
contractors, industrial engineers. De- 
sires additional line of reputable manu- 
facturer. Appress Box 103, ELrecrricar 
WHOLESALING, 330 W. 42nd St. New 
York City. 


Surplus Stocks Bought Up: We will 
purchase your slow-moving and = sur- 
plus stocks of electrical supplies, wir- 
ing material, motors, lighting fixtures, 
condulets, etc., in any quantity if the 
merchandise is desirable. Send us an 
itemized list and we will make you our 
cash offer. Appress Box 101, Execrri- 
cAL WHOLESALING, 330 W. 42nd St., New 
York City. 


October 1935 — ELECTRICAL WHOLESALING 








Bou in Newburyport, Mass., in 


1853... registered 1227 tons... In 
1859 she made the 3000 mile run from 
Sandy Hook to Rock Light, Liver- 
pool, in 13 days and 8 hours .. . In 
1860 went from Sandy Hook to 
Queenstown, 2760 miles in the un- 
equalled sailing time of g days and 
. RECORD PERFORM- 


13 hours... 


ANCE. 
* 
SHAWMUT FUSES 


have a continuous record performance 
protecting electrical equipment for 
over 40 years. 


* 


SHAWMUT LAG RENEWABLE 
FUSES 

Dreadnaught, they are 

. their construction 


Like the 
sturdily built. . 
permits speedy renewal. 


* 


UND. LAB. APPROV. 


rue CHASE-SHAWMUT CO. 


Newburyport, Mass. 


Fuse Specialists Since 1893 
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. YAGERS 





Y AGERS' 
has stood 
the 

Test of 
Time 


Since 1873 Yager's soldering salts 
have been recognized as a qual- 
ity product, making new friends, 
keeping old ones. 


Priced Right 


VY pound cans. . . $0.50 ea. 

1 poundcans... .80ea. 

5 poundcans... 3.00 ea. 
Less by reshipper cartons. 








Ask for 
FREE SAMPLE 


Alex R. Benson Co. Inc. 
Hudson, N. Y. 

















The STANDARD 
of the Electrical 
Industry 


Wolverine Lugs and 
Sleeves are made 
from the best elec- 
trolytic copper with 
every process of 
manufacture under 
Wolverine control. 
The square end de- 
sign of lug gives 
greater contact area 
and better current 
carrying charac- 
teristics. 

Stock Wolverine 
Products for ready 
acceptance through- 
out the industry. 


WOLVERINE 
TUBE COMPANY 


1141 Central Ave. 
Detroit, Mich. 
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SOLDERLESS CONNECTORS 


NO SOLDER 
NO TAPE 
NO DIRT 
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eut in 
with 


CONEX | 


Conex is rapidly becom- 
ing the fastest selling 
item in the Solderless 
Connector field. 





Conex is marketed 
strictly through whole- 
sale channels. Exclusive 
distribution rights are 
available in many ter- 
ritories. 


Why not profit by sell- 
ing the best, when it 
costs no more? Write 
now for our proposition. 

















WEISS & BIHELLER 


MERCHANDISE CORP. 
584 Broadway, New York, N. Y. 








A “Best Seller’ 


Verified Directory 
of 
Electrical Wholesalers 
1935 Edition 


(Completely Revised) 


Order from 


The Electrical Trade Publishing Co. 
330 W. 42d St. New York City 
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ASSEMBLY 


SHERMAN 


BAKELITE FIXTURE 
CONNECTOR fai iain Withont 
as Bo Size Only—Takes Any needed 
Mechanically strong and electrically safe. Body 


made of highest quality bakelite with set screw of 
same material. Send for Trade Bulletin No. 18. 


Sold Thra Jobbers. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 
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WELL SEE YOU AT 
THE CONVENTION 


MANUFACT 


PLYMOUTH RUBBE 


CANTON,M 


PLYMOUTH RUBBER COMPANY. Inc 


CANTON, MASS 


NT RY 


Manufacturers PLYMOUTH RUBBER COMPANY, Inc. 
Since 1896 CANTON, »  » MASSACHUSETTS 








FUSES MADE TO PROTECT: NOT TO BLOW 
( 


e ) 


f SPRINKLER HEADS PO' 4. 









-uaOULD) YOUR FUs 
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USES DONT 
cEDLESSLY 


WHY BUSS 


A test that talks for you 








Hold two pencils on 
the terminals of a BUSS 
fuse . . . like this —> 





Note how they line up 























Cr-] 
Always - ot yhe deves, a q 
 — § 
9 Never , in th “i e\p ake USE Lin ‘1 the 
aaa like ¢-C ” .- \the; *™Plete, 
this i: FuS “ule ond °° lob, 
Ene $s! 





The terminals are locked—you can't 
twist them out of line. 


Isn’t it obvious that unless the termi- 
nals of a fuse are in perfect alignment 
you will not get good contact? 


Isn’t it obvious that where contact is 
bad, heating must occur — and the poor 
self-heated fuse soon thinks it is handling 
a dangerous overload— and BLOWS— 
NEEDLESSLY—exacting from the user 
the surtax of a shutdown? 


GET THE FACTS 


Talk to the BUSS representative in your 
territory .. . he is ready to work with 
you... hecan help you build sales... 


And isn’t it obvious that the troubles use him. 
that blow fuses should originate in cir- 
cuits, not in fuses? See Were SD. — 


A Division of the McGraw Electric Company 


BUSS «»-:-12 FUSE 


Terminals that are automatically locked 
in line are but one of many reasons why 
BUSS fuses don’t blow needlessly. 

Get such points over to your fuse pros- 
pects and your fuse sales will climb. 











